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Master Merchant George LaPointe, Menomonie, Wis., directs field men in selling packaged jobs. 
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Compare Kennatrack Quality! | 


NOISELESS LONG-WEARING [© NYLON WHEEL 




















—FOR CABINETS 
AND WARDROBES 





Extruded aluminum 
track for Series 250 is 
heavier and stronger. 
Note Exclusive Feature: 
TRACK IS HIDDEN 


Here is Kennatrack’s latest achievement in gzality FROM VIEW. { 





sliding door hardware . . . the new Series 250 with 


noiseless, long wearing nylon wheel and completely 





New specially moulded 
nylon wheel easily 
withstood rigorous test- 
ing under actual operat- 
ing conditions in the 

Kennatrack laboratory. 


redesigned hanger. All movable parts are rustproof. Re- 
member KENNATRACK for ‘‘one-source”’ service in 


top quality interior sliding door hardware. 





Bronze axle in- 












sures extra years 

of long, satis- 

factory per- 
formance. 





SEE KENNATRACK 
IN 
BOOTH 96 
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WRITE DEPARTMENT 531 FOR FULL DETAILS 
IN LATEST KENNATRACK CATALOG 


JAY G. McKENNA, wc. eckHart, INDIANA 


Specializing Exclusively in the Manufacture of Sliding Door Hardware 
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CAPPED 


A. K. WILSON LUMBER COMPANY 
Redwood Siding is end capped to 
prevent splitting and chipping of ends 






PLAIN OR RABBETED 


52 ACRES OF PLANT FACILITIES AND LUMBER STORAGE AT COMPTON, CALIFORNIA 


Our Most Popular REDWOOD Siding Patterns 
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WASHINGTON REPORT 





NPA. Regulation 1: This affair, limiting a deal- 
er’s stock to a “practicable minimum working 
inventory,” had the building material industry 
carrying on like the whale just before Jonah 
got put ashore. 


Cancellations: Quite a few dealers said they 
couldn’t accept shipment of all the orders 
placed before housing credits were tightened 
up. Tight credits were intended to reduce 
sales; and reduced sales would also mean a 
lower minimum working inventory, as defined 
by the Regulation. Events got definitely loud; 
a whale of a gastric crisis. 


Interpretation: The NPA now says hurriedly 
that the Regulation doesn’t give anybody the 
absolute right to cancel orders. However, the 
minimum-inventory thing still stands; and if 
delivery of orders would give a dealer too much 
stock to be according to Hoyle, then he’s got to 
cancel enough of them, or defer their accept- 
ance, or reduce their stipulated amounts by 
enough to get him through the regulatory gate. 
The choice of method is left to negotiation be- 
tween buyer and seller. Wouldn’t you know it! 


The NRLDA thinks this happy idea about nego- 
tiation was invented just to get the NPA off the 
hook. Anyway, what else DOES it do? 


Getting high-nosed about the NPA, however, isn’t 
very nourishing. The agency is making the old 
college try, and under tough circumstances. For 
example, it has no enforcement division; and 
swarms of reports came over the grapevine 
about violations of the rules against building 
amusement places. That kind of stuff is a 
reputation wrecker. 


The Agency can’t know, now, how much material 
the defense effort is going to need, or when; 
because the Defense Department can’t know 
these things until a decision is made about the 
size of the fighting force and where it’s likely 
to serve. The D.D. thinks it’]1] know the pro- 
curement score next June. The NPA just can’t 
wait that long; so it’s coming in on a guess and 
a prayer. 


Priorities, so the National Procurement Authority 
says, are not much good except in the early 
stages of preparation, before demand pressures 
get heavy. They’re nothing more than a timing 
device; intended to get military purchases de- 
livered on schedule. They’re not useful in mak- 
ing a sound adjustment between military and 
civilian economy ; something the NPA considers 
vital. Expect priorities to give way to alloca- 
tions, within a few months. 


Claimant Agencies: You’ll be hearing these 
words, while priorities are trying to do their 
stuff. As we get it, they’re government depart- 
ments or agencies to which the NCA delegates 
priority-issuing authority; either for their own 
use, such as direct procurement or construction, 
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or for the industries that naturally look to these 


agencies as their representatives in the govern- 
ment. 


The Defense Department has the delegated power 
to issue priorities to industry for needed ma- 
terials. So does the Atomic Energy Commis- 
sion. And these two agencies may issue sup- 
porting military priorities to any government 
agency or office having military functions. 


These offices with military functions and now 
clothed with priority powers include the Mari- 
time Commission, the Interior Department, the 
Department of Agriculture, the Interstate 
Commerce Commission, the Advisory Commit- 
tee for Aeronautics, and the Coast Guard. 
There’ll be others. This rapid spread of prior- 
ity-issuing power means the rapid approach of 
the time when ratings will be useless and will 
be replaced by allocations. 


Retail Lumber Stocks, according to the NRLDA, 
were five billion, eighty-five million feet at the 
end of September; an increase of 1.2 percent 
over the previous month and of 16.1 percent 
over September, ’49. September sales were 
down by 138.7 percent from August but were 
— percent larger than those for Septem- 

er, 49. 


October Construction: According to the F. W. 
Dodge Corporation, contract awards in 37 
States east of the Rockies were 12 percent less 
than in September but were 7 percent above 
those for October, ’49. Total for the first ten 
months of the year was 45 percent higher than 
in the corresponding period of ’49. 


Building material dealers, according to reports, 
have had the largest sales increases this year, 
up to now, of all retail merchants in the coun- 
try. Usual figure given is about 36 percent 
above 1949. ‘Appliance dealers made the second 
largest gain; 32 or 33 percent. Motor car deal- 
ers are third, with an advance of slightly under 
30 percent. 


Next Year? Our best friends tell us reluctantly 
that we’ll neither break this record nor equal it. 
The big sales increases next year will be in the 
soft-goods field. All three of the top runners 
of this year are bumping into regulations of 
one kind or another. 


Construction as a whole, with some adjustments 
in kind, probably will do pretty well in 1951. 
A reduction in the number of residence units 
is, of course, part of the plan; and guesse’ 
range from a pessimistic 600,000 to a top of 
about 900,000. Unless foreign affairs come seri- 
ously unstuck, the managed number is likely to 
be 800,000, plus. A tough field in which to 
make a firm guess. But there will be a lot of 
industrial plants built or expanded. This in- 
dustrial expansion is much in the cards. 





Made for plenty of 
room...and bod 


TRUCKS 


are dob-Rated to 


lower hauling costs! 


You can haul more lumber per trip . . . keep your 
hauling costs down . . . with Dodge ‘‘.Job-Rated’’ 
trucks. 


You see, Dodge trucks are ‘‘Job-Rated’’ to carry 
more payload— without overloading. What’s more, 
every unit from engine to rear axle is sized right 
for hauling your loads of lumber or building supplies 


POWER: ... 
“Job-Rated” for PLUS power. 


BIGGER PAYLOADS: ... 


EASIER HANDLING: ... 





8 great truck engines—each 


ECONOMY: ... priced with the lowest. “Job- 
Rated” for dependability and long life. 


carry more with- 
out overloading axles or springs because of 
“Job-Rated’””» WEIGHT DISTRIBUTION. 


sharper turning! 


over your roads. No wonder operating and upkeep 
costs are unusually low! 


More than that, Dodge “Job-Rated’’ trucks are 
priced with the lowest—right across the board! 


See your Dodge dealer for a truck that’s ‘“Job- 
Rated’”’ to fit your hauling operation . . . to save 
you time and money. 


Parks in tight places. “Job-Rated’’ maneuver- 
ability! 

COMFORT: . . . widest seats . . . windshield 
with best vision of any popular truck. Air- 
cushioned, adjustable ‘‘chair-height” seats. 
SAFETY: . . . finest truck brakes in the indus- 
try ... hand brake operating independently on 
propeller shaft on all models—¥2-ton and up. 


LICK ane priced with the Lowest 
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NEWS BRIEFS 





A long standing legal disagreement between the government and 
the Douglas Fir Plywood Association has been settled. Basis for 
the action was alleged price fixing at various times between 1935 
and 1941. The government issued an agreed order against the asso- 
ciation and 15 companies to “cease and desist” certain practices. 
Not even the government contends there is any basis for action 
over the last ten years. 


. . . 


Timber conservation has come along so far that a perpetual 
growth of hard maple—a slow growing species used primarily for 
flooring—is now in the cards. It is estimated there is a 50 years’ 
supply of old growth maple standing, and that thereafter a satis- 
factory stand of second growth will be available. 


* * * 


Among many others, the New York Building Congress has re- 
cently issued a strong protest against NPA restrictions on building 
construction. The congress believes needed materials should be 
allocated to national defense, leaving the construction industry to 
maintain its own economy with what is left of critical materials, 
plus substitutes. 


* * * 


Perhaps the most needed thing in Washington is for officials to 
take a stand on which they can maintain their position for a rea- 
sonable length of time. Snap decisions and overnight changes at 
the higher levels make themselves felt with increasing impact 
down through all levels of officialdom. 


* * 4 


Finance: Dat ol’ davil inflation is on the prowl. And in fact 
the BLS indicates that Uncle’s dollar is now at the lowest point in 
buying power since the Bureau has been keeping accounts. And 
that isn’t all. The inflationary gage continues to climb and is ex- 
pected to keep on doing so. Look for something really handsome 
next spring and summer, if you make out to last that long. 


* * * 


Excess Profits Taxes: 
and Means, and Secretary John Snyder, of the Treasury, are all 
for getting such a tax bill passed by the Lame-Duck Congress. The 
House may vote it; but the Senate probably will defer it to the 
82nd Congress. 


* * * 


Honest John has a lot of money to raise; to pay for a war and 
such. So whether it’s the 81st or the 82nd Congress, he isn’t going 
to spare the horses. He told the Ways and Means Committee the 
government would spend forty-five billions this year; about the 
first official estimate that’s been made of the bad news. 

- 


* * * 


Corporations will pay more taxes; though at this writing the 
exact form of the taking ways isn’t known. There’s much business 
opposition to excess profits taxation as disruptive and inflationary, 
and a good many suggestions about a general increase in ordinary 
corporation taxes. Also there’ll be increased non-corporation 
taxes. To quote from Fred Othman’s column, “Honest John in- 
tends to squeeze your individual turnips a little later.” 
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Chairman Doughton, of the House Ways: 


Material Supplies 


National Retail Lumber Deal- 
ers Association has taken the 
stand that the material short- 
ages in the building materials 
field are over. Various industry 
figures and other statistics are 
brought to bear to support this 
contention. 

At the same time, some ma- 
terial prices continue to drift 
upward while others, notably 
including many lumber items, 
have shown significant price 
drops. 

NRLDA points to gypsum 
products, cement, lumber and 
other items which have been in 
short supply and occasionally 
caused temporary construction 
delays as now coming into ade- 
quate supply. 


Price Picture 


A total of 32 out of 52 se- 
lected building materials regis- 
tered price increases in the 
Chicago Area during October, 
Adolph O. Berger, Regional Di- 
rector of the U. S. Department 
of Labor’s Bureau of Labor 
Statistics, reports. Of the re- 
maining 20 selected materials, . 
2 decreased and 18 were un- 
changed in price in October. 

Lumber and Lumber Prod- 
ucts prices not only tapered 
off but two items, Douglas Fir 
2 x 4’s and Southern Pine 1” x 
8” boards, were quoted respec- 
tively 2 and 4 percent lower. 
Nearly all of the major price 
boosts for October were re- 
corded in the Plumbing and 
Heating Materials. 

The largest increase percent- 
agewise was reported for tur- 
pentine, up 13 percent. 

The other major price boosts 
were recorded for enameled 
iron 20” x 18” lavatory, 11 per- 
cent; 25” radiation, 11 percent; 
hand-fired heating boiler, 11 
percent; oil-fired warm air 
steel furnace, 10 percent; 2- 
piece combination closet, 10 per- 
cent; 5 feet bath tub, 8 percent; 
4” cast iron soil pipe, 6 percent; 
275 gallon oil storage steel 
tank, 6 percent; and steel win- 
dow, 5 percent. 


Construction 


Construction contract awards 
in the 37 states east of the 
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Rockies in October’ totaled 
$1,135,815,000, or 12 percent 
less than the September figure 
of $1,286,541,000, but 7 percent 
above October, 1949, it is re- 
ported by F. W. Dodge Corpo- 
ration. 


Booklet 


“Where to Use Douglas Fir 
Lumber,” a 16-page, two-color 
booklet, has just been published 
by the West Coast Lumber- 
men’s Association. 

This attractive publication, 
profusely illustrated, will serve 
as very useful reference materi- 
al because it covers the proper- 
ties, characteristics and grades 
of Douglar fir. It gives recom- 
mended grades for interior and 
exterior uses and points out the 
hundreds of uses of this de- 
pendable softwood. 

“Where to Use Douglas Fir 
Lumber” is the second publica- 
tion to be released in a series of 
four species booklets on the ma- 
jor West Coast woods. The 
first one “Where to Use West 
Coast Hemlock Lumber” was 
made available a year ago. 

Copies of the new Douglas fir 
booklet (814”x11”) may be ob- 
tained in quantity without 
charge, by writing the West 
Coast Lumbermen’s Associa- 
tion, 1410 S. W. Morrison 
Street, Portland 5, Oregon. 





Market Situation 


Kansas City—as the end of 
the building season approaches 
and with government restric- 
tions curtailing new residential 
starts, demand for lower grades 
of construction lumber may be 
expected to taper off in the 
months ahead, while shop and 
better grades retain their 
strength. Common lumber 
prices stiffened a little in the 
last ten days and have recov- 
ered partly from their sharp 
setback of October. 


Mills in the Southwest report 
that more inquiries are coming 
in but yards are not placing 
much business. Mills still have 
a big backlog, although a siz- 
able amount of orders was can- 
celled when prices slipped and 
as yet they have not been rein- 
stated. 


The weather has been satis- 
factory for production but the 
bad weather soon will be. at 
hand and mills do not have 
enough inventory or will have 
been able to cut enough to fill 
the orders on hand for delivery 
this year. 

The usual differential be- 
tween the West side of the Mis- 
sissippi river and the East side 
has reappeared as result of a 
sharper decline in prices of 
East side lumber. Where, a few 
months ago, the prices were 





about even, now there is a $5 to 
$10 variance. 

Kiln-dried No. 2, 1 by 6 
boards on the West side were 
bringing $90 this week, com- 
pared with a $80 price on the 
East side; the 8-inch stock was 
selling at $93, compared with 
$85 on the East side. The East 
side, however, was for air-dried 
lumber. 

On dimension lumber, 2 by 
4’s were $75 on the West side 
and $70 on the East side; 2 by 
6’s, $85 and $78; 2 by 8’s, $85 
and $80. 

The finish and upper grades 
of floorings ruled unchanged at 
around $150 to $160. 

Seattle—Inventory of logs as 
of November Ist revealed a 
healthy upswing in the supply 
of logs of the right species but 
loggers are keeping their fin- 
gers crossed as to whether pro- 
duction reserves will be suffici- 
ent to carry the mills through 
winter. Puget Sound log col- 
lecting areas reported 547 mil- 
lion feet or 38 and a half more 
than a month ago. A year ago 
the figures stood at 526 million 
feet. On Grays Harbor 100 mil- 
lion feet reported was 514 mil- 
lion above the previous month’s 
total but is four million feet 
less than a year ago. Columbia 
river, with 30914 million feet, 
was up by 12 million feet but 
the total is less than a year ago 








SURVEY OF RETAIL LUMBER STOCKS AND SALES 





SEPTEMBER, 1950 


















Mid- East West East 
New dle North North South South South 
Eng- Atlan- Cen- Cen- Atlan- Cen- Cen- Moun- Paci- 
land tic tral tral tic tral tral tain fic Total 
Number of Yards Reporting ....... 7S 94 171 817 46 8 | 57 235 269 1,793 
SALES (REPORTING YARDS ONLY): 
% Change - From August, 1950 ..... -17.7 25.3 -15.7 -11.3 -17.5 -1.1 =-=6.2 -15.0 -11.2 -13.7 











From September, 1949 ..... +27.6 +30.9 +19.3 - 6.4 +14,0 + 8,9 +25,4 +12.3 +46.1 +21.6 
STOCKS (END OF MONTH) : 
% Change in Computed Total Stocks 

From August 31, 1950.... * 3.7 + 0.9 + 2.0 - 0.9 +2 * 6&5 © 2.7 + FF + 0.6 * 2.2 







From September 30, 1949 


From December 31, 1940 . 


+18. 1 


22.6 + 8.7 


+32.2 





“iee> 17.9 26.4 *31.9 *16.1 


















+13.6 -~40.6 -24.9 -48.0 -64.8 - 5.3 - 5.8 -21.9 -16.9 
COMPUTED TOTAL STOCKS (END OF MONTH): (million board feet) 

pe 264 1,120 1,461 993 408 219 564 224 842 6,095 
DOGGNNGT, BOGE 6 6 6 ee we * 214 478 755 413 157 72 324 84 488 2,985 
December, 1947 ......e.-e 272 646 976 865 193 To. 463 156 608 4,254 
December, 1948 ........ 257 725 1,025 996 209 78 Sit 184 654 4,639 
September, 1949 ....... 231 642 930 1,071 195 88 453 167 588 4,365 
wDeoemmer, 1049 . 2. 6 ei ts 261 673 1,041 1,020 219 74 523 185 702 4,698 
eee awe aks a Se Se & 295 665 1,087 1,325 207 73 520 196° 654 5,022 
September, 1950" ... 2s. 300 673 1,107 1,313 212 77 534 211 658: 5,085 
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Wr. Dealer! . 


HAVE YOU SEEN THE 








DECORATIVE WALLBOARD 


/ BAKED FINISH 
WALLBOARD 
PANELS? 





vc | OPENS NEW 
so | BUSINESS FOR YOU! 


1il- ) Grani-lite’s beautiful resem- 
1il- » blance to real granite attracts 
h’s Ff) an entirely new and_ larger 
eet FF) vroup of customers. There’s 
bia fF) nothing else like Grani-lite’s five 
et, TF) new and definitely “different” 
ut FF color tones in durable, sparkling 
‘$0 fF baked enamel. You'll get more 
_. — wallboard business with Grani- 
B lite. 













FREE SAMPLES available 
» through your jobber or by writing di- 
) rect to our factory—ATT: GRANI.- 
Ss LITE. ; 


yel LopMe 
rest 
GREY ALLBoar 














sf 4 POPULAR PATTERNS 

a 5 NEW COLOR TONES 

a ° SKY BLUE ° SEA GREEN 

m ° APRICOT BLUSH » DOVE GRAY 

: ° MALTESE GRAY 

4 ‘ factured by . | F 
98 ; WNUW as MANUFACTURING co. 
_ Ith and, FAYETTE e NORTH KANSAS CITY, MO. 





RuILDING Propucts MERCHANDISER 


when 541 million feet was 
listed. 


Many shingle mills are still 
down, operators maintaining 
they cannot manufacture prof- 
itably at present prices. Fir 
mills continue at about the 
same output. Those mills cut- 
ting mostly 2x4x8’s are seeing a 
stronger demand. Many have 
been cutting ties but some have 
been down. 


Demand-Prices — Little or 
slight changes in demand and 
prices sum up the market pic- 
ture. The downward splurge 
of green fir dimension seems 
to be stopped, but prices of 
green fir vary 8-10 dollars 
at the mills. Random commons 
are weaker. Few transits are 
out. Specified lengths remain 
steady. The mills shy away 
from large order files. Many 
shippers state No. 3 dimension 
in both fir and hemlock is the 
only weak item in these species. 
1x4 clear fir strips are scarce 
because of car demand. 


There is very little dry En- 
gleman spruce to be had. Prices 
on Idaho pine selects vary 
greatly between mills. Pines 
generally are strong, particu- 
larly Idaho pine and supplies 
are low. 


Prices on No. 1 and 2 Per- 
fections and 5X shingles 
slipped slightly the past fort- 
night and mills complain there 
is no market. No.1 and 2 Roy- 


als are down about 25 cents. 


There is a good demand for No. 
3 5X which are being purchased 
by shake mills for undercours- 
ing. British Columbia shingle 
mills are mostly operating and 
accepting most any prices 
available. 


Tacoma—Despite uncertain- 
ties created by the new govern- 
ment credit regulations, the 
lumber market generally is 
holding up in pretty fair shape. 
True, most buying is for cur- 
rent demands, but that is by no 
means unusual at this season 
of the year, as dealers are wary 
about building up inventories 
so close to New Years. Conse- 
quently, unless immediate de- 
mands are quite heavy, they re- 
frain from buying for other 
than immediate requirements. 
But there seems little question 
that the new credit regulations 
are acting as an additional 
brake as far as speculative buy- 
ing is concerned. The car short- 
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age continues to affect rail de- 
liveries and this is proving 
somewhat of a deterrent where 
some orders calling for imme- 
diate delivery are concerned. 
Generally speaking, however, 
both water and rail movement 
of lumber shipments has main- 
tained good volume. The Kore- 
an war situation currently is 
supplying additional stimulus 
to lumber movement from here, 
as well as from other Pacific 
Northwest ports. Tacoma mills, 
in common with others through- 
out this area, are participating 
in the shipment of more than 
64,000,000 board feet of lumber 
destined for use in military 
bases throughout the Pacific 
theater. This activity is ex- 
pected to continue until the 
first of the year. Plywood and 
door manufacturers report 
business as good. 


Per Capita Income and Purchasing Power 


NOE X income as 
1995-79 - 100 in the 


pa 


ois anne 
= 7275 
A Ge INCOME 250 


<—, 
A” 200 
an To 


rial 
so Lt 
PURCHASING 
OF INCOME PAYMENTS 
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14 
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Source of Original Date: United S Department of Commerce: of Labor Statistics 


Lumber—National 


Lumber shipments of 416 
mills reporting to the National 
Lumber Trade Barometer were 
7.0 percent below production 
for the week ending November 
11, 1950. In the same week new 
orders of these mills were 9.2 
percent below production. Un- 
filled orders of the reporting 
mills amounted to 44 percent of 
stocks. For reporting softwood 
mills, unfilled orders were 
equivalent to 22 days’ produc- 
tion at the current rate, and 
gross stocks were equivalent to 
48 days’ production. 


For the year-to-date, ship- 
ments of reporting identical 
mills were 5.2 percent above 
production; orders were 5.7 
percent above production. 


Compared to the average cor- 
responding week of 1935-1939, 
production of reporting mills 
was 66.6 percent above; ship- 
ments were 72.9 percent above; 
orders were 68.6 percent above. 
Compared to the corresponding 
week in 1949, production of re- 


porting mills was 6.1 percent 
above; shipments were 6.1 per- 
cent below; and uew orders 
were 2.7 percent below. 


West Coast 


The weekly average of West 
Coast lumber production in Oc- 
tober was 233,488,000 b.f. or 
142.3% of the 1945-1949 aver- 
age. Orders averaged 193,320,- 
000 b.f.; Shipments 225,950,000 
b.f.; Weekly averages for Sep- 
tember were: Production 234,- 


330,000 bf. (142.8% of the 
1945-1949 average); Orders 
197,561,000 b.f.; Shipments 


231,614,000 b.f. 


Forty-three weeks of 1950 cu- 
mulative production 8,890,359,- 
000 b.f.; Forty-three weeks of 
1949 8,154,100,000 b.f.; Forty- 
three weeks of 1948, 8,028,855,- 
000 b.f. 


Orders for forty-three weeks 
of 1950 breakdown as follows: 
Rail 5,906,329,000 b.f.; Truck 
482,151,000 b.f.; Domestic cargo 
2,096,356,000 b.f.; Export 190,- 
— b.f.; Local 570,454,000 


The Industry’s unfilled order 
file stood at 771,296,000 b.f. at 
the end of October; Gross 
Stocks at 812,907,000 b.f. 


Western Pine 


Production by the 93 mills re- 
porting to the Western Pine 
Association for the week ending 
November 11, 1950 totaled 66,- 
534,000 feet. For the corre- 
sponding week a year ago the 
figure was 62,799,000 feet. Ship- 
ments for the week amounted 
to 62,189,000 feet compared to 
61,947,000 feet a year ago. Or- 
ders for the week totaled 57,- 
813,000 feet compared to 61,- 
212,000 last year. The three 
year weekly average for orders 
in November amounts to 57,- 
509,000 feet. Unfilled orders at 
the week’s end amounted to 
162,333,000 feet compared with 
193,733,000 feet for the same 
date last year. Gross stocks 
stood at 692,894,000 feet. 


Southern Pine 


The 112 mills reporting to 
the Southern Pine Association 
for the week ending November 
11, 1950, cut 18,044,000 feet. 
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Are your builders 
Wise to this?... 


THERMOPANE INSULATING GLASS 12“ THICK 


can be had in either '4‘‘ plate glass or DSA within certain 


size limitations. And units 1‘' thick in \%4‘’ plate glass. 





OVER 100 WINDOW TYPES AND BRANDS are 
ready-made with sufficient rabbet depth for Thermopane*. 


These include wood and metal sdsh in popular types. 


1 %‘’ WOOD SASH IS OK for Thermopane \2"' thick, 


RLM Muilelol-MydlisMel-1-) oM-Talolllo] Maelo) o\-1 mm folmeiit-Me (elt) o)(-mrel felt: 


unit. 





LOW-COST THERMOPANE WINDOW WALLS 


eld —muol-tisle Mol ILM oh ME Loli -Maeliligela tole Me aiiimeeMigelil-so7018 ane) 


pre-routed 2 x 6's. (Mail coupon for information.) 


EXTRA APPEAL for just a few extra dollars—home 


LUNZ-1e Mel a- Weel Ulie comme] ol ola -Lolleli-Mial-M-> dice Mm Zell mre) marehZiire 


year-round window insulation with Thermopane. 


OVER 1,500,000 THERMOPANE UNITS have been 


installed—tbuilders can use Thermopane with confidence. 


THEY CAN GET THERMOPANE FROM YOU. You 


can set up a source of supply with your nearby L:O-:F 
Glass Distributor. He carries many of the more than 80 
standard sizes in stock—can get special sizes for you. 
Be sure your builder customers and your own sales 
personnel have complete information. Mail the coupon 


cel amitiazal-ianlancelaulelicelimelsmr 4.0 


Dp GLASS CO. 


LBBEY-OWENSFORD GLASY onic 


36125 Nicholas Bidg., 


Please send me information on: 


standard sizes 
oO Thermopane 


truction 
hods of Thermopan cons 


e window wall 


for Thermopane 


oO Low-cost met 
LL Names of manu 


facturers of sash 


MADE IN U.S. SOLELY BY Oe 


LIBBEY-OWENS-FORD GLASS CO. Address 
36125 Nicholas Building, Toledo 3, Ohio 


BuItpDING PRropucts MERCHANDISER 








This was 2.33 percent below the 
three year average. Shipments 
for the week amounted to 15,- 
516,000 feet, 16.02 percent be- 
low the three year average and 
14.01 percent below production. 
Orders for the week amounted 


to 12,351,000 feet, 33.15 percent 
below the three year average 
and 20.40 percent below ship- 
ments. Orders on hand at the 
week’s end totaled 44,833,000, 
6.35 percent less than the previ- 
ous week. 


The Lumber Market at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on tne day the magazine is received. The prices should be 
useful in following market trends ana as a check on purchases made approxi- 
mately ten days before receipt of the magazine—the Editors. 


DOUGLAS FIR 
Vertical Grain Flooring 
B&Btr. Cc D 
ere 170.00 160.00 120.00 
Flat Grain Flooring 
eee 145.00 135.00 103.00 
Be dane wekeaees 165.00 160.00 110.00 


Drop Siding 


1x6 (Pat. #106).160.00 155.00 118.00 
1x6 (Pat. #£116).155.00 150.00 115.00 


Ceiling 
MOON seéeesneun 115.00 110.00 70.00 
eee 120-130 115-125 100.00 
Boards and Shiplap 
(green) 1x6 1x8 1x10 1x12 
RO bevese CSS 70.00 68.00 70.00 
No. 2.... 66.00 67.00 65.00 67.00 
No. 3.... 54.00 57.00 55.00 57.00 
No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 67.50 67.50 67.50 71.50 71.50 
2x 6 67.50 67.50 67.50 70.50 70.50 
2x 8 67.50 67.50 67.50 71.50 71.50 
2x10 67.50 67.50 67.50 71.50 71.50 
2x12 65.50 65.50 65.50 68.50 68.50 


No. 2 Dimension 
2x 4 65.00 65.00 65.00 67.50 67.50 
2x 6 64.00 63.50 64.00 68.00 68.00 
2x 8 63.50 63.50 63.50 67.50 67.50 
2x10 63.50 63.50 63.50 63.50 63.50 
2x12 62.00 62.00 62.00 62.00 62.00 


No. 3 Dimension, R/L Only 
ee Sree ee ee ory oe 49.00 
BRE <phatdale eae Gee we adiare eles 48.00 
| RA Serer ren ee 45.00 
Ae oe eager ee 43.00 
oo Oe rrr re rrr rr Cr or 43.00* 


(*Add $15.00 for dry lumber.) 





WESTERN PINES 


PONDEROSA PINE 


Selects 

S2 or 48 4/4 RW 5/4RW 8/4 RW 
C&Btr. RL ...265.00 275.00 270.00 

Shop, S2s No. 1 No. 2 
| AR rere 155.00 135.00 
6/4 Peal wakes Ka brakedenets 150.00 120.00 

Commons 

S2S or 4S No. 2 No.3 3&Wdr. 
8s aaa 122.00 94.00 82.00 
BRAS FER cece 120.00 90.00 ‘ 

Trim 1x4 1x5 1x6 1x8 

Uppers RL 
No. 1 RL... 
No. 2 RL.. . 

Idaho White Pine 

Selects, S2 

or 48 1x4 1x6 1x8 5/64 
C&Btr. RL nik acetate, eieta ted beaut 
a ee wees 

Commons, S82 or 48S No. 1 No. 2 No. 3 
kk Ferre 130.00 115.00 89.00 
RE eer 130.00 115.00 89.00 


Sugar Pine, Selects, 


S2 or 48 4/4 RW 5/4RW 6/4 RW 


B& Btr. RL. ..300.00 300.00 305.00 
CF BEM cecccces 275.00 275.00 195.00 
| ae 255.00 240.00 175.00 
Shop, S28 No. 1 No. 2 No. 3 
ee -vexcwenewn 150.00 120.00 90.00 
ee secenneeee 150.00 120.00 90.00 
We seereves es 150.00 120.00 90.00 


SOUTHERN PINE 


Vertical Grain Flooring 
B&Brr. Cc D 
eee ere 180.00 170.00 140.00 
Flat Grain Flooring 
ee aris: 165.00 155.00 115.00 
1 rtieaiapainetesaatans 165.00 155.00 115.00 
Drop Siding 
1x6 (Pat. #106).165.00 155.00 115.00 
1x6 (Pat. #£116).165.00 155.00 115.00 
Ceiling 


eee 150.00 140.00 110.00 
area a he Rete <) > Leigicale, - “eben 
Boards and Shiplap 
(dry) 1x6 1x8 1x10 1x12 
No. 1 ...125.00 125.00 125.00 125.00 
mo. 2... 36.00 85.00 85.00 85.00 


No. 3 ice Bae 67.00 67.00 67.00 

No. 1 Dimension 
1.2° 14’ 16’ 18’ 20’ 

2x 4 .85.00 87.00 91.00 94.00 94.00 

2x 6 .83.00 85.00 89.00 92.00 92.00 

2x 8 .83.00 85.00 89.00 92.00 92.00 

2x10 .89.00 89.00 89.00 92.00 92.00 

2x12 .92.00 92.00 95.00 101.00 101.00 
No. 2 Dimension 

2x 4 .78.00 80.00 84.00 87.00 87.00 

2x 6 .76.00 78.00 82.00 85.00 85.00 

2x 8 .76.00 78.00 82.00 85.00 85.00 

2x10 .82.00 82.00 82.00 85.00 85.00 

2x12 .82.00 82.00 88.00 97.00 97.00 
No. 3 Dimension R/L Only 

2x 4 .55.00 : 

2x 6 55.00 

2x 8 .55.00 

2x10 .55.00 

2x12 .53.00 





REDWOOD 
Finish 
%x6 A&Btr. Siaine made dss alan 120.00 
%x8 A&Btr. Siding ....... ee 
THe Ber. BGM «2. occccevces 185.00 
OE aaa 170.00 
BG Beis Dee. cscs Cin aratea 180.00 
SBD elas Bee. ce vvsicvcic i 195.00 
DE ae -- 210.00 
1x12 R/L A&Btr arte eee 220.00 


Prices for red cedar siding in mixed 
cars, new bundling, 6 to 18’ are: 
Beveled Siding, % Inch 


1626 Ie 2.2.0: 95.00 83.00 75.00 
Tee BGM 2. ce 120.00 118.00 88.00 
%ex6 inch ...... 155.00 143.00 120.00 
3e=z8 inch ...... 185.00 173.00 130.00 
Clear Bungalow Siding, % Inch 
Lee, 210.00 198.00 160.00 
ee. eee 230.00 218.00 175.00 
 & ear, 230.00 228.00 165.00 


Finish, B and Btr. S2S or 4S, 
6-16’ or Rough 


8, Beer rr 145.00-165.00 
SE. dodges aw Sielece nie atere a ® 175.00 
NE die aie Ae Ral a te a ee 185.00 


Ceiling or Flooring, 
B and Btr., 9-16’ 





B&Btr. © D 
ED xv bb a wie eee 100.00 97.00 85.00 
BIE wk ew annas 100.00 97.00 85.00 
RED CEDAR SHINGLES 

Royals 

i 19.00 

EE POPE oo 6k e be roe ee ewan’ 10.00 

RN a ata gccu iain ew aaa oak 6.00 
Perfections 

ee Me fe ee 12.50-13.00 

ae ge. rare 7.00— 7.25 

BORE SOFETE. cceevedewe rans 5.25 
XXXXX 

al”. 3 . err 10.00 

<< . & eee 7.50 

pg |, I a ere 5.00 


ENGLEMAN SPRUCE 


Boards and 


Shiplap 1x6 1x8 1x10) 1x! 
No. 2&Btr..104.00 102.00 105.00 115.00 
No. 3&Btr... $8.00 91.00 97.00 107.00 


No. 1 Dimension 
12’ 14’ 16’ 18’ 20’ 
2x 4 93.00 93.00 93.00 93.00 93.50 
2x 6 93.00 93.00 93.00 93.00 93.00 
2x 8 93.00 93.00 93.00 93.00 3.00 
2x10 93.00 93.00 93.00 93.00 93.00 
2x12 84.00 84.00 84.00 85.00 85.00 
No. 2 Dimension 
2x 4 90.00 90.00 90.00 90.00 90.00 
2x 6 90.00 90.00 90.00 90.00 90.00 
2x 8 90.00 90.00 90.00 90.00 90.00 
2x10 90.00 90.00 90.00 90.00 90.00 
2x12 81.00 81.00 81.00 81.00 81.00 
(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sep- 
arately as in fir.) 





WESTERN HEMLOCK 


Vertical Grain Flooring 
B 


&Btr. Cc D 
er re 155.00 145.00 105.00 
Flat Grain Flooring 
Pea 120.00 115.00 95.00 
NO cide dlave a sieuacs 135.00 130.00 100.00 


Drop Siding 
1x6 (Pat. #106).155.00 140.00 115.00 
1x6 (Pat. #116).155.00 140.00 115.00 
Ceiling 


MIE ca acarercuaae 105.00 100.00 »d.00 
OS re 120.00 115.00 3.00 
Boards and Shiplap 
(dry) 1x6 1x8 1x10 al2 
No. 1.... 84.00 83.00 84.00 4.00 
No. 2.... 79.00 79.00 79.00 19.00 
No. 3. 73.00 67.00 73.00 73.00 


No. 1 Dimension 
14’ 16’ 18’ 20’ 
2x 4 81.00 81.50 81.50 81.50 81.50 
2x 6 81.50 81.50 81.50 81.50 81.50 
2x 8 79.00 79.00 79.00 79.00 179.00 
2x10 81.00 81.00 81.00 81.00 81.00 
2x12 77.00 77.00 77.00 77.00 77.00 
No. 2 Dimension 
2x 4 78.00 78.00 78.00 78.00 78.00 
2x 6 76.00 76.00 76.00 76.00 76.00 
2x 8 76.00 76.00 76.00 76.00 76.00 
2x10 74.00 74.00 74.00 74.00 7 
2x12 74.00 *74.00 74.00 74.00 74.00 
No. 3 Dimension, R/L Only 





Re ree ag eee 55.00 
a a Schreier aig edaredarencinte eae atehe 54.00 
TT. ch... <6: eigen irks chal ais anes ial a otia*eaete 53.00 
MN oo. 'e-s)aveval w ele orerenne arate oime 50.00 
en eee ree 50.00 
OAK FLOORING 
Clear Plm 23x24 38x1% %x2 %x1% 
White ..245.00 215.00 187.50 177.50 
Red ....245.00 215.00 187.50 177.50 
Sel Pin. 
Red ....215.00 195.00 167.50 152.50 
White ..215.00 195.00 167.50 152.50 
#1 Com. 
White 190.00 165.00 152.50 132.50 
Red ....190.00 165.00 152.50 132.50 
#2 Mixed 
15” Shorts 
105.00 77.00 77.00 65.00 
#1 Com. & 


0 
Btr.. ...135.00 105.00 87.50 72.50 
75.00 57.5 5 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, to 18’ are: 
Reveled Siding. % Inch 


Clear ape “_R” 
%x4 inch ...... 85.00 83.00 70.00 
%x5 inch ......120.00 118.00 8.00 


© THON occss «* 210.00 198.00 160.00 
10 inch ........230.00 218.00 175.00 
TZ IMGR once -230.00 228.00 165.00 


Finish, B and Rtr. S2S or 48, 
6-10’ or rough 


= 2 Aa ee ee 
SE sixth veka cieraaon 175.00 
CC a ee 485.00 
Ceiling or Flooring, B oe Rtr., 9-16" 
Bes r. Cc D 
ME bg neko aware aed oer 97.00 85.00 
_ eae rere 97.00 85.00 


‘Discount on mouldings, 6-20’ odd 
lengths. 
Series 8,000— 
Listing under $4.00—list plus 125 per 
t 


cent. 
Listing $4.00 and over—list plus 130 
per cent. 
Clear Lattice, 5/16”, 4 to 16’ 
00 Lin. Feet 
DED Uyaccaneeeciers aenervcesee he 
| ORES een. F 
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‘The Significance of the 1950 


Congressional Election 


We have won a skirmish but there’s a bigger bat- 
tle ahead! 


Primarily the November 7, 1950 election was 
a protest vote—a vote against fumbling and con- 
fusion; extravagance and waste; coddling, sub- 
sidies and_ socialistic trends; irresponsible 
promises, political lies, and half truths; and ad- 
ministrative inadequacy. 

It demonstrated: that the public is aroused, 
disturbed and worried; that our workers are 
more conservative than some of their leaders 
thought; that the efforts of business to sell itself 
and the free enterprise system in recent years 
have begun to pay off, and that the larger the 
vote among those eligible, the greater the trend 
to conservatism. 

This is all to the good—BUT: 


It is only through a coalition of Northern Re- 
publicans and Conservative Southern Democrats 
that the forces of conservation will be in the 
majority. 


It was not a vote for business—it was a vote 
against incompetence. 


The forces of reason which are working for a 
just government and a sound economy have one 
foot in the door but the public hasn’t invited us 
in! 

We are in grave danger that the history of 
1946 and 48 will repeat itself. We won a skirm- 
ish in 1946 too—even more thoroughly than this 
one—but we dismally lost the battle of ’48. 

We did so because, with complacent smugness 
and self-satisfaction, we returned to the market 
place and “Business as usual” and “Let George 
do it” in the political arena. The result was the 
“mandate” to Mr. Truman and his socialistic 
minded cohorts in 1948. 

We must not lind ourselves to the vital prob- 
lems and crucial challenges which the next two 
years present: 

A Conservative pay-as-you-go policy means 
tighter money and credit, higher taxes, fewer 


— 


*This is the sixth of a series of editorials on the general 
subject “Our Grave Dangers Today and Some Patterns 
for Survival’. 
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hand-outs and subsidies, deflation and increased 
hesitancy and caution in buying. 

Because the government in eighteen out of the 
last twenty years has spent more than it has 
taken in, we have had inflation, an orgy of 
spending—a seller’s market and a feeling of 


‘ prosperity even though it was based on false 


under pinnings. 

But we did have near-full employment, high 
production and a tremendous impetus, momen- 
tum and velocity in business. 

Now the most vital question in our economic 
history presents itself—can we have near-full 
employment, increased productivity and high 
velocity business in a buyer’s market with a pay- 
as-you-go budget and tighter money and credit? 

—Or must we go down the inflation-deficit- 
financing road to the ultimate and inevitable 
debacle? 


The answer business must give to the country 
is that we can maintain the present impetus, 
momentum and velocity of business in a sound 
economy! 


This is probably our last chance in this gen- 
eration to prove that we. can. When the 1952 
election is tabulated, if we have another rever- 
sion to socialism as we did in 1948—our genera- 
tion of conservatives will never get their foot in 
the door again! 

Business faces this challenge with its mer- 
chandising forces fattened, softened and weak- 
ened by years of easy selling in a sellers’ market. 

Only consumer purchasing of the output of 
near-full employment will maintain the full 
speed economy. 


And such purchasing will only be had through 
the finest, most thorough and most creative job 
of selling and sales management that American 
Business has ever done. 


Through adequate selling we must come to 
the fall of 1952 with the impetus, momentum 
and velocity of American Business at the level 
of near-full employment—or we may perma- 
nently lose this great fight for free competitive 


enterprise. 
ache al Art Hood 
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AOS 


CEILING TILE applied by Irvin Geiss- 
ler, O & N mechanic, is one of the 
company’s specialty sales. 





SPECIAL TRUCKS are assigned to the application department. This one is 
backed up to company’s new warehouse in Eau Claire. 








SUPERINTENDENT VINCENT used the blackboard to explain the right tech- 
nique in measuring a roofing job to his salesmen. 





KITCHEN CABINETS fresh from the 
O & N millwork shop are installed in 
a new home. 


How to Sell Building Packages Profitably 


In three years, the O & N Lumber Co., Menomonie, Wis., has built 
an alert sales organization around packaged sales (labor—materials—financing ) 
of roofing, siding, insulation and other building materials. Read how this progres- 
sive organization beats the itinerant applicator at his own game. 


Aggressive salesmanship 
along carefully directed lines 
is responsible for the increas- 
ingly successful business con- 
ducted by the O & N Lumber 
Co. with headquarters in Me- 
nomonie, Wis. 

This organization, headed by 
Master Merchant George W. 
LaPointe, has 28 yards in north- 
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western Wisconsin. About 75% 
of its total business is among 
farmers. Consequently, serving 
the farmers’ needs has always 
been a No. 1 aim of this firm, 
but not until the last few years 
has the farm service program 
been exploited to the fullest 
extent. 

The success of this program 
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is built around the idea that a 
“nackaged” sale is the best sale 
from the standpoint of both the 
customer and O & N Lumber 
Co. These packaged sales made 
by written contract include 
such diversified products as 
roofing, siding, lightning rods, 
tile and linoleum flooring, ceil- 
ing and wall tile, garage doors 
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ladies. 


HOME PLANNERS’ literature attracts the attention of the 





DRAFTSMEN are kept busy in the Menomonie headquar- 


ters drawing plans for jobs sold throughout the territory. 


MAJOR DISPLAYS of building materials for packaged sales are found in the 
Menomonie store. 


and insulation. 

Such complete service means 
that O & N Lumber Co. sup- 
plies everything for the home 
except plumbing, heating and 
electrical wiring and _ these 
products are sometimes con- 
tracted for as an integral part 
of the unit sale. A plan draft- 
ing department is kept busy 
drawing plans for home and 
farm buildings. Recently, this 
department was some 20 plans 
behind order. 

Trained salesmen and top- 
flight application crews are the 
key to the success of these 
packaged sales. The success of 
this combination of salesmen 
and applicators is indicated by 
the fact that an estimated 70% 
of O & N sales are generated 
by the company rather than the 
contractor. 


LUILDING PRropucts MERCHANDISER 


Ten salesmen work carefully- 
defined areas under the direc- 
tion of General Sales Manager 
Loy C. Montgomery to develop 
leads and sales. These men 
spend their entire time in the 
field creating business for the 
yards within their sales terri- 
tory. Each field man has a 
minimum monthly sales quota 
of $1,250. Sales of materials 
approximating $40,000 annual- 
ly have been rung up by each 
of the 10 field men. Salesmen 
receive commissions of 15% on 
packaged sales, 10% on garage 
door sales and 5% on general 
materials sales. 

These salesmen are called 
“field men” and their business 
cards title them as such. The 
psychological reason behind 
this change of title is that less 
resistance is encountered among 





GARAGE DOOR sales have increased 
since the installation of this elec- 
trically controlled unit. 


farm customers since the pri- 
mary emphasis of the field men 
is on service, not sales. When 
the farmer discovers that the 
field man is trying to help him 
solve his problems, not pressure 
him into a sale, the field man 
becomes a_ welcome visitor. 
After the field man is accepted 
by the farmer, one or more 
sales to this customer generally 
follow. 

The field men work in close 
cooperation with the individual 
yard managers and application 
crews. Regular sales meetings 
and weekly bulletins from Sales 
Manager Montgomery serve to 
keep the sales organization on 
its toes. In addition to talks 
by the sales manager and man- 
ufacturers’ representatives, a 
typical sales meeting may in- 
clude informal talks by one or 
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SUPERINTENDENTS C. E. Vincent 
of the western division and Art Ander- 
son of the eastern division. 


more field men. Manufacturers’ 
films on sales and application 
techniques are frequently fea- 
tured. 

“Improving Our Selling” was 
the theme of one meeting at 
which specific topics were dis- 
cussed by various. speakers. 
These subjects included: “My 
Competitors and My Way of 
Meeting Competition”; “My 
Quota for September and How 
I Plan to Make It”; “One Dif- 
ficult Sale I Recently Made and 
How I Accomplished Same.” 

Subjects discussed at a later 
meeting include time payment 
papers, crew management, ma- 
terials to be delivered to job, 
selling the right kind of roof 
for best job, more sales per 
mile traveled and time spent. 
The proper application of floor- 
ing and roofing was discussed 
at the same meeting. 

Sales Manager Montgom- 
ery’s weekly bulletins cover a 
wide range of subjects. One 
bulletin outlined a daily work 
program to achieve the maxi- 
mum calls and sales; another 
lists definite sales arguments 
to present the farmer in winter 
time; another points out that 
roofing, siding, garage door and 
combination window sales can 
be pushed throughout the year. 
Daily activity reports and 
weekly sales reports are sub- 
mitted by each field man week- 
ly and these reports are dis- 
cussed personally with each 
field man by the sales manager. 

Sales leads are uncovered by 
numerous methods. One meth- 
od is a gift coupon worth $5 
in materials to the man to 
whom O & N has made a pack- 
aged sale and who suggests a 
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STRATEGY BOARD in conference: Left to right, George LaPointe, president; 
Loy C. Montgomery, general sales manager; G. C. Wolfe, purchasing; C. L. Very, 
general superintendent; R. W. Owen, Jr., vice-president and general manager. 





I Think—I Believe 


A successful (profitable) operation of your yard can be— 
provided you are willing to make this (profitable operation), the 
burning desire of your life. It is a matter of believing. By believing 
a thing strongly enough, you set all your inner forces in motion 
and they in turn will help you reach your goal. 

Summer has gone, winter is coming on. Take a half day or even 
a day to brouse about your yard, check over the profitable items 
that the people in your territory need and desire this winter. 
Maybe there are some obsolete items you want to get rid of. Find 
some way to tell the people about what you have. Maybe you'll 
want to: 


1) Send your field men out to tell them about the items. 
2) Advertise them. 


3) Put up special displays in your store and tell everyone who 
comes in about their value. 

4) Make sure that each and everyone of your employes, as they 
come in contact with possible customers, tell them about 
those special desirable items. 


We've been suggesting special items to you such as asbestos roofs, 


asbestos siding, paint, etc. For the next four months—November, 


December, January, February—select the profitable items that you 
want to promote and sell. 
Thought, belief, and determination make things happen. 
—Memo to O & N yard managers from General Sales 
Manager Montgomery 











lead that -develops into an- 
other sale. Field men are en- 
couraged to develop acquaint- 
ances among numerous “bird 
dogs,” who will turn over good 
sales leads. Any additional 
commission to “bird dogs” out- 
side the profit-sharing coupon 
is the sole responsibility of the 
field man, not the company. 
Each salesman is asked to 
spend 20 minutes each day with 
four different customers dis- 
cussing a specific job which 
O & N might sell him. The 
salesmen are expected to turn 
in the names of these prospects 
monthly to the sales manager. 
Field men and building me- 
chanics are sometimes called in 


for all-day meetings on appli- 
cation. The O & N crew have 
been especially trained in the 
application of such items as 
roofing, siding, insulation, floor 
coverings, etc. 

The mechanics work on a 
“ner job” or “per unit” basis. 
In the training school, each me- 
chanic is taught how to per- 
form time-saving functions. 
These mechanic trainees are 
picked in each community from 
a list of available construction 
laborers. The entire construc- 
tion crew works under the di- 
rection of a construction super- 
intendent, a salaried man. 

One good reason for the suc- 
cess of these packaged sales is 
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Read how one lumber company 
has stepped up production by 
using DeWalt Safety Power 
Feed to rip over a million feet 
, of lumber! 



















This Safety Power Feed can be 
attached to any DeWalt quickly 

—and lifted out of the way. It 

can be used not only for ripping 

—but to bevel rip at any angle, 4 
plough, groove, rabbet, shape 
and run mouldings. 
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It’s a complete unit in itself, in- 
cluding motor? See a demon- 
stration at a DeWalt dealer’s. 
Write for complete information. 


DeWalt, Inc., 512 Fountain 
Ave., Lancaster, Pa. 


DEWALT INC. 


BUILDING Propucts MERCHANDISER 31 


— © 


_ — 


S 








the very favorable price which 
the company can offer the con- 
sumer. Knowing exact costs for 
every job is the secret here. 
Most applicators do not know 
their costs, quoting “what the 
traffic will bear.” Thus, not 
only is the customer quoted a 
fair price, but the completed 
job has the guarantee of a repu- 
table local firm behind it. 

As the result of the special- 
ized training of these mechan- 
ics and accurate estimating, 
most jobs run from 33 1/3% 
to 50% below what the wagon 
roofers or “high _ spotters” 
would charge for the same job, 
minimizing competition on this 
type of work. 

Of course the secret of quot- 
ing the right price is in esti- 
mating, a field in which the 
O & N Lumber Co. was a pio- 
neer in its area and in which 
it now has several specialists. 
The company was also among 
the first to promote packaged 
sales and to use plan books. 
O & N has shown a gradual 
but solid growth in both these 
fields. For example, it first 
started its outside selling with 
one field man. Credit for suc- 
cess of the program goes to 
O & N management for its will- 
ingness to accept this new mer- 
chandising idea plus the coop- 
eration of Jack George, Johns- 
Manville representative in the 


area for many years, who 
trained the company’s first 
salesman and assisted in the 


training of the construction de- 
partment crew for roofing and 
siding work. 

Fewer farmers are doing 
their own work now that it 
has been proved that a pack- 
aged price will give them a 
quality job at a _ reasonable 
price. Competitors in the ap- 
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ANNUAL PICNIC attracts over 400 O & N employes and their families. 


Civic Leaders 

Yard managers in the O & N or- 
ganization are encouraged to par- 
ticipate in civic affairs and service 
club activities. An interesting side- 
light in this respect is an early ex- 
perience of George LaPointe in run- 
ning for public office. 

“IT was very much flattered when 
I was invited to become a candidate 
for a member of the school board, 
but I made one unfortunate remark. 
In due course, a committe of matrons 
of the village waited on me, ex- 
pressed themselves as being glad that 
I was a candidate, but they wanted to 
ask me one question: ‘Had I stated 
that if elected I would see to it that 
no teacher was ever hired who was 
not good looking?’ 

“I was forced to admit that I had 
made that statement after which 
they thanked me and, needless to 
say, I was not elected.” 

In the most recent election, Mr. 
LaPointe’s name was mentioned in 
the local press after sending letters 
to ministers and service organizations 
asking them to urge their people to 
vote. 


plication field have attempted 
to undersell O & N; one com- 
petitor made it a practice to 
make a lower bid on O & N 
jobs until he lost $150 on a 
job which he had failed to esti- 
mate carefully. The customer, 
on the advice of the O & N 
salesman, held the cut-rate ap- 
plicator carefully to specifi- 
cations set down in writing. 

One of the company’s basic 
policies is investment of a good 
share of profits in the business. 
In the last few years O & N 
has spent some $100,000 in 
modernizing its stores and dis- 
play rooms. It was one of the 
first lumber firms in the coun- 
try to stock paint and build- 
ers’ hardware. 

The O & N Lumber Co. car- 
ries on an extensive advertis- 
ing program including news- 
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paper, radio and direct mail. 
Of the $20,000 budget, approx- 
imately $5,000 is spent on radiv. 
The 15-minute daily musical 
program features the product 
of the month. Radio advertis- 
ing is coordinated with news- 
paper advertising and the back 
page of a monthly farm build- 
ing magazine distributed by 
mail. The effectiveness of this 
advertising combination is seen 
in the sale of 81 shelving units 
from one newspaper insertion. 

Although emphasis in this ar- 
ticle has been on the sale of 
packaged farm buildings, the 
fact is that such unit sales have 
taught all personnel to think in 
terms of packaged sales. The 
result has been unit sales of 
school buildings, commercial 
buildings and similar struc- 
tures. 

The personal history of 
George LaPointe is a history of 
service to the industry. Shortly 
after graduating from Cornell 
University, George entered the 
lumber business as a small mill 
operator in Wisconsin. The 
O & N Lumber Co. developed 
as the result of the desire by 
two Wisconsin lumber manu- 
facturers, the Owen and North- 
western firms, to secure a 
steady outlet for their product. 
George joined these two man- 
ufacturers in building up a line 
yard company which at one 
time included 40 branches. The 
name of these two concerns was 
shortened for business purposes 
to the O & N Lumber Co. 

Mr. LaPointe has been a di- 
rector, president and treasurer 
of the Wisconsin Retail Lum- 
bermen’s Association. He was 
elected president of the Na- 
tional Retail Lumber Dealer’s 
Association in 1935 and later 
became association treasurer 
and a member of the executive 
committee for 10 years. 

Other key executives in the 
O & N organization are C. L. 
Very, general superintendent 
and secretary, who has been in- 
tensively interested and active 
in promoting this new venture 
and whose untiring efforts have 
contributed immeasurably to its 
success. Supts. C. E. Vincent 
and A. J. Anderson, who have 
been instrumental in promot- 
ing the estimating and train- 
ing program; G. C. Wolfe, pur- 
chasing, and R. W. Owen, Jr., 
vice-president and general man- 
ager. 
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- MICARTA’ PRE-BONDED 
TO PLYWOOD PANELS 







































» MAIL THE COUPON 





Manufactured by 


WESTINGHOUSE 


and sold for decorative purposes only by 


UNITED STATES PLYWOOD CORPORATION ¢ and U. S.-MENGEL PLYWOODS, INC. 
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Now, you can add a new, extra source of profitable volume with 
Micarta Pre-bonded Panels. 


I BUILDERS, JOBBING CARPENTERS and CONTRACTORS will buy 


them because they can use them in the better-paying kitchen, playroom, bath- 
room and store jobs. With these panels they can now offer the beauty and service 
of this famous Westinghouse high pressure laminated plastic—without owning 
or using a press. They cut and trim these Pre-bonded Panels with inexpensive 
tools—install just like plywood. Complete instructions are available. And the 
new sizes cut down waste to a minimum. 


2 HOME HOBBYISTS will install these panels themselves. Through a steady 


stream of ads in The Saturday Evening Post, Good Housekeeping and other 
national magazines they are learning the wonders of Micarta—the lustrous plastic 
surface that defies abuse and dares home owners to chip, stain, dent, scratch or 
even burn it. And every Easi-Bild pattern involving a work sutface tells your 
customers to buy Micarta Panels. 


eB A SPECIAL DEAL offers you a Self-Selling Display and Promotional 


Package that is the fast, business-building way to introduce this new material. 
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: UNITED STATES PLYWOOD CORPORATION A. L. !2-2-50 © 
e e 55 West 44th Street, New York 18, N. Y. 
for full details of 4 Please send details of Micarta Special Deal for lumber ® 
the Special Deal for — «merchants. 
Lumber Merchants ; ““”* 
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Year 

















Income 
Net Income Tax 


Corporate Net Income, Income Tax, and Excess Profits Tax, 


{Millions ) 


Excess Profits 





1940 $11,203 $ 2,145 $ 374 $ 2,519 22.5% 
1941 18,111 3,744 3,359 7,103 39.2 
1942 24,052 4,338 7,852 12,190 50.8 
1943 28,718 4,479 11,291 15,770 55.0 
1944 27,124 4,354 10,432 14,786 54.6 
1945 22,165 4,183 6,557 10,740 48.4 
Totals $131,373 $23,243 $39,863 $63, 108 48.4 





Source: Preliminary Statistics of Income, 1947, Part 2, Summary Data 


Total Income 
and Profits Tax 
Tax Liability 










1940-1945 





Rate of Flat 
Tax to Produce 
Same Yield 











economy. 


Since the end of World War 
II many private agency reviews 
have been made of the current 
national tax problem. Among 
the most comprehensive of 
these has just been completed 
by the Economic Policy Divi- 
sion of the National Association 
of Manufacturers. The find- 
ings of this study conclude that 
a “pay-as-we-go” program, 
properly planned and coordi- 
nated, is far more effective and 
economically sound than the 
present administration pro- 
gram—under the current pe- 


riod of defense and partial mo- | 


bilization. 

The United States now faces 
the obligation, for an indefinite 
period ahead, to make huge ex- 
penditures for military and re- 
lated purposes. Heavier taxa- 
tion, therefore, is a certainty: 
a fact which most people will- 
ingly accept. There is, how- 
ever, a wide divergence of 
opinion as to how the emergen- 
cy financing program can best 
be formulated. 

The case in favor of a “pay- 
as-we-go” program is based on 
these existing facts. First, the 
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THIS CHART SHOWS corporate tax returns under excess profits schedule from 1940-1945. 


Realistic Tax Structure Can Minimize 
Deficit Spending 


Tax study reveals that “pay-as-you-go” pro- 
gram offers soundest solution to partially mobilized 


public debt. It now stands at 
about $257 billion, consisting 
of an immense volume of short- 
term or “floating debt,” as 
well as a huge amount of treas- 
ury and savings bonds that will 
mature in the near future. 

Refinancing of a large por- 
tion of the matured indebted- 
ness is made highly compli- 
cated in the face of the neces- 
sity for large new financing. It 
is rumored now that the Treas- 
ury may attempt pressure on 
holders of maturing savings 
bonds to accept new bonds 
rather than cash. This policy, 
if followed, will not solve the 
problem, of operating the gov- 
ernment economy on a solvent 
basis. 

Apart from the problem of 
debt management, however, is 
the question of further infla- 
tion. This is the most serious 
and important reason for plac- 
ing the defense program on a 
“nay-as-we-go” basis and keep- 
ing it there. 


Reduce Non-Military 
Expenditures 


Obviously, the first step in 
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assuring a cash payment basis 
for the defense effort is through 
reduction of non-military ex- 
penditures. The extent to which 
this can be done, and the man- 
ner of doing it, has been made 
public in the report of the Gov- 
ernment Spending Committee. 

However, without additional 
revenues from those now pro- 
vided for, and including all of 
the economies recommended by 
the Government Spending Com- 
mittee, the present defense pro- 
gram will necessitate an addi- 
tional deficit of 16 billion by 
June 80, 1951. 

There is an offset factor in 
this picture, namely that all of 
the appropriations for military 
and defense goods, while con- 
tracted for, will not actually be 
spent by the end of the fiscal 
year. It is impossible to pre- 
determine how much of the ap- 
propriations will be influenced 
by this time lag; but by way 
of illustration, if it is 50% di- 
vision, then it is possible that 
as ‘much as half of the addi- 
tional military appropriations 
will be spent in the current fis- 
cal year. On this basis, the 
deficit would be at least $8 bil- 
lion, plus the margin in the 
regular budget, up to $5.1 bil- 
lion that is not covered by dras- 
tic economies in the prospective 
non-defense spending. 

The expansion of revenue re- 








PR 


ceil 
COV 
an 
cit. 
wil 
foi 
in 


Ne 


sis 


X- 
ch 
n- 
de 
V- 
al 
0- 
of 
IY 
Nn- 
“a 
li- 


1S 


POA cepa tennant ak re 





























Corporation Income Tax 
NAM Plan ' 
Revenue Act Total Income And | 
of 1950 * Corporation 
Basic Tax Corporation Defense Tax Defense Tax 
Taxable 25% normal 18% normal at at at at at at 
Net Income 20% surtax 20% surtax 20% 25% 30% 20% 25% 30% 
(1) (2) (3) (4) (5) (6) (7) (8) (9) 
$ 25,000 6,250 4,500 SOO 1,12 1,350 5,400 5,625 5,850 
100, 000 40,000 33a¢Q00 6,600 8,250 9,900 39,600 41,250 42,900 
1,060,050 445, 000 375, 000 75,000 93,750 112,500 450,000 468,750 487,500 








PROPOSED DEFENSE TAX as projected for corporations of various sizes at 20% to 30% rate. 


ceipts in sufficient amount to 
cover the growing defense needs 
and to avoid inflationary defi- 
cits must be done in accordance 
with certain principles. The 
foilowing rules are suggested 
in the NAM report. 


No Single Tax Is Adequate 


1. The diversion of private 
income must be universal. The 
whole purpose of avoiding price 
distortion would be defeated if 
one group were compelled to 
make all of the surrender of 
income while other groups 
were left to bid up prices. 


2. The diversion of private 
income can only be effectively 
done through a variety of taxes, 
and not through any one tax. 
According to government sta- 
tistics, the total net income in 
taxable individual returns at 
1950 income levels is approx- 
imately $141 billion, and the 
taxable income in these returns 
would be $82 billion. The gap 
of untaxed and untaxable in- 
come in $58 billion. In 1949 the 
total of personal consumption 
expenditures was about $179 
billion. The individual income 
tax would not apply at all to 
some 60% of the income avail- 
able for such expenditure. 

For similar reasons, it would 
not contribute to the important 
results of inflation control to 
undertake to make up all of the 
additional revenue needed from 
corporate profits alone. In 1949, 
corporate income after taxes 
was $17 billion, and dividends 
were about $8 billion. Complete 
confiscation of the remaining $9 
billion might cover the first 
year’s deficit, but it would be 
so completely destructive that 
it could not be repeated. 

3. The diversion of private 
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income, in all stages short of 
total war, must be so done as 
to maintain as much as possible 
of the economic incentives to 
produce at the lowest cost. 
Maintenance of a high level of 
production is essential, not only 
to insure rapid supply of mili- 
tary material, but to maintain 
a high volume of income which 
will make possible the payment 
of taxes to cover the govern- 
ment’s share of the product 
without involving as heavy a 
burden as would be necessary 
at a lower level of output and 
income. 


No economy, short of a strug- 
gle for survival, can afford to 
eliminate further capital for- 
mation for non-defense produc- 
tion purposes. The best way 
to get this result is through 
recognition of the profit incen- 
tive. 

The principal forms of tax- 
ation available to the federal 
government are well known, for 
all of them are now in use. They 


are: the excises, the individual , 


income taxes, and the corpora- 
tion income taxes. These ac- 
count for 97% of the total reve- 
nue. Estate and gift taxes ac- 
count for over 2%, with mis- 
cellaneous non-tax revenues 
making up the balance. 


Excises Should Be Expanded 


The present tax structure 
provides for increases in per- 
sonal and corporate schedules, 
but only minor increases in the 
excise tax yield is the only way 
ous, for a prompt increase in 
excise ta yield is the only way 
by which Treasury receipts can 
be expanded quickly. 


The great bulk of the 1951 
yield, on the present tax basis, 


will not be realized until some 
time in the calendar year of 
1951, leaving the financing of 
the first six to nine months of 
the defense program on a defi- 
cit basis, with all that is in- 
volved toward the development 
of a fresh inflationary situation. 

A revision of the excise tax 
program to include all prod- 
ucts on a uniform basis could 
tentatively account for about 
$8 billion in revenue. This is 
separate and apart from the 
tobacco and alcoholic beverage 
excises, which for many years 
have been taxed independently 
of the excise system. 

This would involve an in- 
crease in the existing excise 
rate from 5% to 10% and ex- 
tending it across the board. 


Individual Income Tax 


The second phase in the de- 
velopment of an effective “‘pay- 
as-we-go” tax basis is a read- 
justment of the individual in- 
come tax. The procedure that 
has been accepted by the Senate 
Finance Committee is sound. 
In effect, the result is a greater 
increase of the first bracket 
rate than for any other rates, 
because the credits against tax 
which are to be repealed were 
largest at the bottom of the 
scale. 

Secretary Snyder, in his 
statement to the Senate Finance 
Committee states that a small 
increase in the lowest brackets 


- contributes more revenue than 


a larger increase at the higher 
income levels. For example, a 
1% increase in the first bracket 
rate is equivalent in revenue to 
a 3% increase for all other 
brackets together. 

The rate change should obvi- 
ously be made in such a way as 
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to include an advance in the 
first bracket ‘that would in- 
crease the tax of all income tax 
payers. A supplemental pro- 
cedure to be considered only if 
the need for more revenue 
should become very great would 
be to lower the exemptions 
from $600 to the war level of 
$500. 


Proposed Corporate Tax Plan 


The corporation income tax 
is the one part of the federal 
tax structure that is least like- 
ly to be approached and dealt 
with in an attitude of objective 
consideration of fiscal need 
and economic consequences. 
Granted, an increase in tax rev- 
enue from corporation taxes is 
necessary and desirable. How- 
ever, the methods and struc- 
ture of corporate taxes are im- 
portant, not only from the im- 
mediate economic standpoint, 
but the future as well. 

An excess profits tax is not 
the answer to this problem. It 
is economically unsound, be- 
cause there is no generally ap- 
plicable measure of what con- 
stitutes a normal profit. . Profit 
is the result of good manage- 
ment and the successful as- 
sumption of risk. There is no 
possible way of determining 
how much profit should be 
earned by a given company, or 
by all of the companies in an 
industry, in order to evoke the 
best efforts of management to 
keep costs down and promote 
sales, or in order to compensate 
investors for the risks involved. 

As a revenue measure the ex- 
cess profits tax has been vastly 
overrated. There is a general 
impression that this tax was 
the primary source of large 
revenue from the corporations 
in World War II. On closer ex- 
amination, however, it is re- 
vealed that the same amount of 
tax revenue would have been 
received during the six year 
period from 1940 to 1945 if a 
flat 48.4% tax rate would have 
been in effect. 

Instead of resorting to a sys- 
tem that encourages inflation, 
and which positively destroys 
the incentive for efficient, cost- 
lowering. operations, the NAM 
study submits a _ procedure 
whereby the revenue from cor- 
porations can be increased with 
a minimum of disturbance to 
the economy and its productive 
incentives. 





Corporation Defense Tax 


This alternative method, in 
substance, is a percentage in- 
crease of the ordinary corpor- 
ate income tax; the increase to 
be identified as a Corporation 
Defense Tax. To provide the 
proper base on which to com- 
pute and add the percentage in- 
crease, the basis or standard 
rate of income tax should be es- 
tablished at 38% by changing 
the normal tax rate in the Act 
of 1950 from 25% to 18%, leav- 
ing the surtax rate at 20% as 
now provided in that Act. 

Then, rather than an excess 
profits tax, it is proposed that 
during the emergency period a 
percentage increase of a specific 
percentage, (20% is offered as a 
basic figure) should be added. 
It should be the same percent- 
age increase across the board, 
for small and large corpora- 
tions alike. 

Some idea of the effect of 
various percentage increases 
may be had from the following: 
An 18% increase would be ap- 
proximately the equivalent in 
revenue to the amount that 
would be collected under the 
rates of the Act of 1950, and a 
30% increase would be the ap- 
proximate equivalent of a 50% 
standard rate. 

When it is recalled that the 
average rate of 48.4% would 
have produced as much revenue 
during World War II as was 
actually collected from the 
combination of income and ex- 
cess profits taxes, it becomes 
clear that a 30% addition to the 
tax as determined under the 
new rates of 18% normal tax 
and 20% surtax is about the 
maximum. 

Finally, the difference in the 
effects on incentive should be 
noted and emphasized. Under 
the plan recommended here, the 
basic tax plus the percentage 
increment would in no case take 
more than half of the corpora- 
tion income. Under the last ex- 
cess profits tax there was a net 
rate, after the refund, of 85.5%, 
with an overall limit of 80% for 
the combination of income and 
excess profits tax. 

It is obvious that the plan 
recommended here will provide 
a far greater incentive to keep 
careful control of costs, and it 
will therefore be a far greater 
contribution to the prevention 
of inflation than any excess 
profits tax is capable of being. 
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Lose Their Men 





Real Reasons Why Employers 


You can keep personnel turnover at a mini- 
mum by keeping a close watch on the points listed 


below. 


With the labor supply tight- 
ening up as the result of in- 
creased demand for manpower 
from the military and war in- 
dustries, the problem of hold- 
ing good personnel in your or- 
ganization is more acute. The 
12 most important reasons why 
employers lose men as printed 
below, are offered by Walter A. 
Lowen, a New York advertising 
placement specialist. The time 
to act is before—not after— 
some key man resigns. 

1. Greater Security. For a 
man to be happy in his job he 
must have a sense of security— 
not merely in his own position, 
but also in the ability of man- 
agement and the outlook for 
the business. Some men change 
jobs just to find this. 


2. Better opportunity. Many 
a man becomes frustrated by 
an unsympathetic superior who 
does not encourage him and 
train him for advancement. He 
feels stymied and changes in 
the hope of more rapid ad- 
vancement. 





Alden’s, the Chicago mail- 
order house listed these sugges- 
tions to help new executives. 
The following introduction pre- 
ceded these 10 ‘“command- 
ments”: Outside the plant, re- 
member you are Alden’s. Care- 
less or negative comments about 
your company may have far- 
reaching and tragic results. If 
you deride Alden’s, you dis- 
parage yourself. Read up on your 
company’s products so you can 
answer questions intelligently. 
Meet people outside Alden’s 
who are doing your kind of job. 
Join an appropriate trade asso- 
ciation and be of service in com- 
munity and civic affairs. 

1. Set a good example for 
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3. Improved location or en- 
vironment. A man may put up 
with shoddy and unpleasant 
surroundings for a while to 
gain experience. But if he is 
ambitious, he is likely to “move 
on” to a concern whose offices 
and location call for no apol- 
ogy. 


4. Personality trouble is a 
frequent cause for change. If a 
man finds his superiors or close 
associates antagonistic or ob- 
noxious, his job may become 
well-nigh unbearable. 


5. Employer’s unreliability. 
Some bosses make promises 
lightly. They say one thing and 
do another. Or act impulsively 
without apparent reason. Some 
also fail to “back up” their em- 
ployes—and thus lose them. 


6. Unprogressiveness. Many 
an employer displays lack of 
vision. In Proverbs we read, 
“Where there is no vision the 
people perish.” Ambitious men 
pull out if they feel the man- 


agement is “coasting.” 


10 Ways Executives Can Improve Labor Relations 


your employes. 

2. Help them to feel that they 
are important members of the 
team—performing an important 
part of the entire job. 

3. Try to understand your 
employes. Know their abilities 
and capacities—then use them. 
Counsel your employes. Be kind- 
ly, friendly, sympathetic—but 
be exacting, too. 

4. Be fair and impartial in all 
matters. Let each employe know 
how he stands. Be loyal to both 
your employer and to your em- 
ployes. 

5. Develop your employes for 
promotion. 

6. Plan your work carefully 
and keep your perspective. Give 


7. Bad disposition. An em- 
ployer who is autocratic, pro- 
fane or temperamental may 
succeed in browbeating his em- 
ployes for a while, but the good 
ones know they do not have to 
“take it’—and they won't. 


8. Lack of appreciation. 
Many a man suffers from the 
“I knew him when” employer 
complex. Valuable employes 
are often lost because the boss 
just can’t realize they have 
“grown up” and deserve more 
recognition. 


9. Lack of proper compen- 
sation. An employer who milks 
the business dry for his own 
selfish interests and fails to be 
a “good divider” is asking for 
trouble. He may soon find that 
he has educated a competitor. 


10. Internal politics. A great 
curse in any business is the 
back stabber, the credit grab- 
ber, the stiletto throwers. Many 
good men change jobs every 
year just because of “internal 
politics.” 


11. Too much overtime. This 
usually points to poor man- 
agement and the smart em- 
ploye recognizes it as_ such. 
Overtime should be the excep- 
tion rather than the rule. 


12. Nepotism. When family 
members, fraternity brothers 
or any other group are notice- 
ably favored, the ambitious 
young man, who does not “be- 
long,” usually steps out to find 
a better opportunity elsewhere. 


clear, concise, complete instruc- 
tions. Tell them “Why” as well 
as “What.” 

7. Get results. Develop safe, 
efficient employes. Give them the 
right tools for their jobs. 

8. Know the details of both 
company policies and labor laws. 
Know what’s going on within 
the company and keep your em- 
ployes informed. 

9. Know your duties, your re- 
sponsibilities and your author- 
ities. Follow organizational lines 

10. Watch your effectiveness. 
Objective measurements such as 
budget performance, production 
and error efficiency, attendance 
and labor turnover reports will 
tell the tale. 
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Choose from America’s Greatest Truck Values! 


CHEVROLET “ossicn TRUCKS 


You’re right in every way when you choose’ dependability and long service at low cost. 


Chevrolet trucks as your on-the-job ° ‘ : , 
partners. Chevrolet offers you more—in Job-wise—you’re right with Chevrolet. 


: : There’s a Chevrolet truck to fit your job 

ay ee en oo, ... with the right power, the right clutch, 

the right power-train to fit the need. And 

Economy - wise — you’re right in choosing every unit of the Chevrolet truck you select 

Chevrolet. You save money, for Chevrolet is engineered for the job. Yes, to do your 

is the lowest priced line of all. And you save job right—with outstanding efficiency and 
on gas, oil and upkeep with these trucks so economy. 

famous for all-around economy. Before you buy, get all the facts on 

: Chevrolet—first-cost, operating cost and 

Power-wise—you get more with Chevrolet, maintenance cost. Remember: For the 


too. Chevrolet’s great valve-in-head en- last eight consecutive truck production 
gine is the result of 38 years of steady years, users have purchased more Chevrolet 
improvement—an engine that offers out- trucks than any other make. See your local 


standing pulling power combined with Chevrolet dealer now! 


CHEVROLET MOTOR DIVISION, General Motors Corporation, DETROIT 2, MICHIGAN 


“in demas 
cnevRoier fr Fi igi 


Only Chevrolet Trucks Give You All These Advance-Design Features: 


* TWO GREAT VALVE-IN-HEAD ENGINES: the 105-h.p. Loadmaster or the improved 92-h.p. Thriftmaster—to give you greater 
power per gallon, lower cost perload ® POWER-JET CARBURETOR—smoother, quicker acceleration response ® DIAPHRAGM 
SPRING CLUTCH for easy-action engagement ® SYNCHRO-MESH TRANSMISSIONS for fast, smooth shifting @® HYPOID 
REAR AXLES—for dependability and long life ® DOUBLE-ARTICULATED BRAKES—for complete driver control © WIDE- 
BASE WHEELS for increased tire mileage ©* BALL-TYPE STEERING for easier handling © UNIT-DESIGN BODIES—for greater 
load protection * ADVANCE-DESIGN STYLING for increased comfort and modern appearance. 
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HIGH QUALITY and reasonable prices spotlight this ad 
of Lieber’s in Appleton, Wis., newspaper. 
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LOW-COST HOME comfort ties many products together 
in this Long-Bell Lumber Company display. 


Special Theme Ties Multi-ltem Ads Together 


Advertising that displays a number of products should have an eye- 
stopping head. Here are several examples of layout that demonstrate this point. 


Many dealers who run a consistent program 
of consumer newspaper advertising have found 
that the many-item type of presentation is par- 
ticularly effective in stimulating store traffic 
and cash sales. 

Since such an ad involves the grouping to- 
gether in a single space of a considerable num- 
ber of items, oftentimes entirely unrelated, it is 
very easy to wind up with a layout that lacks 
any focal point. Thus the individual items com- 
pete with one another rather than blend into 4 
presentation that is readable. 

The special theme headline is a sound way to 
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overcome this difficulty, and the examples shown 
on these pages have been selected to illustrate 
what is meant by the special theme headline, 
and the many ways it can be used to tie a multi- 
product ad together. 

For example, the Liebers ad carries a story 
head. It explains that the company operates 
complete building material department stores, 
a fact that is substantiated by the variety of 
products shown beneath. However, the action of 
the fist over the bold reverse emphasizes low 
cost and high quality—powerful eye-catchers in 
any ad. 
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HOME SUPPLY BARGAINS headline this multi-product 
ad of Waples Lumber Company, Galveston, Tex. 


The importance of catching and stopping the 
reader’s eye as it scans a page cannot be over- 
estimated. Extensive research of reading habits 
prove conclusively that most people scan a page 


| in the same pattern. The first place where the 


eye rests is a position near the top and slightly 
to the left of the page center. A strong idea at 


| that point stands the best chance of being recog- 
nized and retained. 


From there, the eye moves in a series of rapid 
circular motions around the page, from the top 
left position to the lower right, and then clock- 


| wise around the page. Illustrations, novel lay- 
» out, and other advertising techniques are em- 


ployed to take advantage of this habit, in order 


to get maximum readership. 


In the Long-Bell ad, low-cost home comfort is 
the dominant head. From there the reader prob- 
ably would be stopped by the storm sash box, 
principally because of the emphasis added by 
the border. The left hand column, however, 
would be read from: bottom to top, highlighted 


| by the company name and the item about cir- 


cul lating fireplace units. 

The Hill-Behan ad is an interesting departure 
from the common mutti-item structure, in that 
it divides the space under the head into a number 
of units of equal size and importance. In order 
to insure readership, the letters of the alphabet 
are used to spot each item. 
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fwi\.) HILL-BEHAN LUMBER C0. 


“HILL-BEHAN HAS EVERYTHING FROM A to Z” 
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A PRODUCT FOR EVERY LETTER of the alphabet 
gives an interesting theme to this Hill-Behan Lumber 
Company ad. 
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THIS PORTION of a 4-column ad, full page in depth, 
shows how a number of products have been grouped under 
the home improvement head that calls for immediate 
action. Action heads have long proved their ability to 
move readers into buying, never wear out their effec- 
tiveness. 
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in manual training classes. 


FILMS FOR THE DEALERS’ USE 








“LET’S TALK SHOP” is a California Redwood Association film. This picture 
shows how clear shop cuttings may be sold by an alert lumber dealer for use 


They range from the proper application of building materials to the 


APPLICATION and uses of gypsum 

sheathing and wallboard are described 
in “Sheathing and Wallboard,” a film 
furnished by the Gypsum Association. 


latest techniques in merchandising and selling. Films for all audiences—employes, 


contractors, customers, civic and church groups. 


Part Il 

The wide variety of films 
available to the building mate- 
rials dealer for showings is in- 
dicated in the list found below. 
Many of these films may be 
shown before service clubs, 
church groups and home own- 
ers. 

Sources where these films 
may be secured are listed al- 
phabetically at the end of this 
list of film titles. Note that 
each film title is keyed. For ex- 
ample, the film “Dateline To- 
morrow.” Apply Alcoa. Con- 
sult Alcoa in the listing at the 
end of this article for full de- 
tails. 

Abbreviations used with each 
film title are: sound—sd; color 
—cl; silent—si; black and 
white—b&w. Sound-slide films 
are listed in a special section 
under that heading. 

“No charge’, as noted in 
many cases, means no charge 
except for parcel post or ex- 
press charges. Most of these 
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This article was prepared in co- 
operation with Business Screen 
Magazine, 150 East Superior 
St., Chicago 11, Ill. 


films are on a no-charge basis; 
others may be rented or pur- 
chased outright. 

The first article in this series 
(November 18), deals with 
visual aid equipment and tells 
how to stage your shows. 


List of Films Alphabetically 
Arranged 


American Colonial Shingle Picture 
(17 min.) 16 mm. sd., cl. Apply: J-M. 
Details best methods of laying Amer- 
ican Colonial Shingles on old and 
new roofs. 

The American Method (30 min.) 16 
mm. b&w, sd. Apply: J-M. Shows ad- 
vantages of American Colonial As- 
bestos Shingles. Comparison of ap- 
plication time with asphalt strips. 
Demonstrates ease of applying Amer- 
ican Colonial Shingles on reroofing 
jobs. Shows application details. 

Building A Home With Western 





Pines (25 min.) 16 mm., sd., b&w. Ap- 
ply: Western Pine. No charge. Step- 
by-step construction of a Colonial 
Cape Cod home at Golden Gate Ex- 
position in San Francisco from stak- 


ing foundation lines to completed 
home. 
Building America’s Houses (ll 


min.) 16 mm., cl., sd. Apply: EBF. 
Outlines cost-cutting techniques in 
building. Shows construction benefits 


from prefabrication in the factory f 


and on the site. 
Building A House (10 min.) 16 


mm., sd. Apply: EBF, purchase or 


rent. How a small home is built. Il- 
lustrates mass construction methods. 

Building With Rilco (28 min.) 16 
mm., sd., cl. Apply: Rileo. No charge. 
Shows manufacture of glued lami- 
nated wood framing members; their 
use in constructing all types of farm 
and commercial buildings. 

By Jupiter (30 min.) 16 mm., sd., 
b&w. Apply: American Lumberman. 
No charge. Apply 10 days ahead of 
showing. Film theme is courtesy in 
selling. This point is dramatized 
humorously, yet forcefully. 

Concrete on the Farm (21 min.) 16 
mm., sd., el. Apply: Portland Cement. 
No charge. Shows many ways in 
which concrete masonry and cast-in- 
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“GREEN HARVEST” is a 10-minute film in technicolor telling the story of scien- 
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tific tree farming and how lumber is processed. 


place concrete are used on a modern 
farm. Includes hog houses, feeding 
floors, paved barnyards, poultry 
houses, farm houses, machine sheds, 
silos, garages, grain storage build- 
ings, ete. 

The Dawn of Better Living (16 
min.) 16 mm., sd. Apply: Modern 
Talking Pictures. Latest ideas in 
home planning room-by-room. How 
the use of electricity can add to the 
attractiveness and comfort of homes. 

Doorway to Happiness (30 min.) 16 
mm., sd., cl. Apply: Fir Door Inst., 
no charge. Logging giant Douglas fir 
trees; factory scenes showing manu- 
facture of fir doors; details of new 
door specialties: overhead garage 
doors; sliding doors; views of homes 
with correct new entrances. General 
consumer interest. 

The Drama of Portland Cement (30 
min.) 16 mm., sd., cl. Apply: Portland 
Cement. No charge. Shows production 
of Portland cement from raw mate- 
rial to finished product. Describes re- 
search and development work of 
Portland Cement Association. Shows 
outstanding examples of cement and 
concrete construction. 

Electric Mall Saws (17 min.) 16 
mm., cl. Apply: Mall Tool. Film 
showing the use of three Mall circu- 
lar saws. 

Fabricating the Western Pines (35 
min.) 16 mm, sd. b&w. Apply: 
Western Pine. No charge. Graphic 
picture of fabrication and assembly 
of sash, doors, frames and screens as 
made from Western Pines. Also shows 
P! per installation of such essential 
units in house construction. 

lhe Farmer Takes a Roof (25 min.) 
16 mm., b&w, sd. Apply: Alcoa. Shows 
a} plication of aluminum and siding to 
farm buildings. 

“he Farmer Looks Ahead (30 min.) 
1’ mm., sd. cl. Apply: J-M. No 
Ciarge. Tells the story of modern 


— 
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building materials on the farm. Shows 
how they influence the farmer’s pro- 
duction and profits. Special emphasis 
on asbestos roofing and _ siding 
shingles, rock wool insulation and as- 
bestos flexboard. Many of these shots 
filmed in the country. 

Green Harvest (29 min.) 16 mm., 
sd., cl. Apply: Modern Talking Pic- 
ture. No charge. Theme is forest 
conservation. Shows how scientific 
management, planning and research 
assures the nation plenty of lumber. 
Sponsored by Weyerhaeuser Forest 
Products. 

Handling Freight Safely—16 mm., 
sd., also 35 mm. sound slide-film. Ap- 
ply: National Safety Council. Train- 
ing film on how to handle and unload 
freight safely through a character, 
“Happy Jack,” who does everything 
the wrong way from the safety stand- 
point. Film amusing as well as in- 
structive. 

Harvesting the Western Pines (25- 
35 min.) 16 mm., b&w. Apply: West- 
ern Pine. Shows lumber production 
from stump to railroad car. Sweeping 
panoramas of typical western forest 
lands. Film identifies each of three 
principal species of western pine in 
close-ups and illustrates selective log- 
ging methods. Includes fire protec- 
tion and fire-fighting sequences. 

Heat and its Control (40 min.) 16 
mm., b&w, sd. Apply: J-M. No 
charge. Opens with scenes showing 
uncontrolled heat as forest fires, vol- 
canoes, etc. Shows how science has 
harnessed this heat and converted it by 
dynamos, generators, etc. Testing in- 
sulation materials in modern labora- 
tory. Concluding scenes show mining, 
manufacture and utilization of vari- 
ous types of insulation in homes and 
industry. 

Heritage of Glass (25 min.) 16 mm., 
sd., cl. Apply: Libbey-Owens. No 
charge. Covers manufacture and use 





of various fiat glass products made 
by Libbey-Owens-Ford. Speaker 
sometimes provided upon request. 

Home Builders (30 min.) 16 mm., 
sd. Apply: Akin-Bagshaw. Each build- 
ing trade is shown at work on a home. 

How Ceco Steel Windows Are Man- 
ufactured (15 min.) 16 mm., si., b&w 
or cl. Apply: Ceco. Film begins with 
manufacturing operations of steel res- 
idence casement windows in the fac- 
tory, then bonderizing and painting 
windows, loading for delivery and in- 
stallation in residences. 

How to Build with Asbestos Flex- 
board (17 min.) 16 mm., sd., cl. Ap- 
ply J-M. No charge. Covers best 
methods of application of flexboard 
for interiors and exteriors, showing 
preliminary application necessary in 
both cases. Other uses also shown. 

Operation of No. 40-A Radial Over- 
Arm-Saw (22 min.) 16 mm., cl., sd. 

How to Finish Plywood (22 min.) 
16 mm., sd. Apply: Douglas Fir. An- 
swers questions about painting ply- 
wood, describing both interior and ex- 
terior finishes: light stains, enamel, 
plastic, stipple, wallpaper and can- 
vassing. Treatment of joints is shown. 

Land of Totem (20 min.) 16 mm., 
sd., cl. Apply: Red Cedar. No charge. 
Speaker available for group meetings. 
Scenic travelog of Pacific Northwest 
interspersed with views showing log- 
ging and shingle manufacturing oper- 
ations. 

Lathing and Plastering (18 min.) 
16 mm., sd., cl. Apply: Gypsum Assn. 
No charge. Illustrates material cov- 
ered in “Manual of Gypsum Lathing 
and Plastering” by showing installa- 
tion procedures in various applica- 
tions of both gypsum wallboard and 
gypsum sheathing. Speaker furnished 
upon request. 

Living With Formica (25 min.) 16 
mm., sd., cl. Apply: Formica. No 
charge. Shows how Formica is made 
and used in offices, homes, hotels; 
where it is used on furniture, walls, 
sink cabinets and counter tops. 

Lumber for Homes (22 min.) 16 
mm., sd., cl. Apply: West Coast Lum- 
bermen. No charge. Story of manu- 
facture of West Coast lumber and its 
use in home building. Logging and 
sawmill scenes; latter sequences in 
sound especially dramatic. 

Mechanize for Profit (40 min.) 16 
mm., b&w., si. Apply: BSN for rates. 
Describes methods of handling lum- 
ber and building products with vari- 
ous types of mechanical equipment. 

Miracle in Wood (35 min.) 16 mm., 
cl., sd. Apply: Douglas Fir. No 
charge. Shows manufacture, use and 
application of Douglas Fir Plywood. 
Opening scenic shots of the North- 
west close-ups of felling of Douglas 
fir trees in virgin forests. Tour of 
plywood mills and many uses of ply- 
wood products. 

Mr. Craig Has the Floor (30 min.) 
16 mm., sd. cl. Apply: J-M. No 
charge. Demonstrates advantages of 
Johns-Manville asphalt tile flooring; 
shows research and engineering in 
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RUSSELL HOBGOOD INVITES YOU 
TO BE HIS GUEST 
TOMORROW (MONDAY) NIGHT - 7:30 
TO SEE THE SECOND FILM 


INSULATED 


ROCK WOOL 


A TALKING PICTURE STRIP 


THIS FILM THROUGH THE COURTESY NATIONAL GYPSUM CO. 


Place 
1 


680 —— 
W. — ; : wa 


The second in a series of 
a new Home Builders 
Supply service to you— 
the home owner, builder 
and those interested in 
building, remodeling or 
maintaining a home— 


“YOUR LUMBER & BUILDING MATERIAL STORE” 


IF YOU 


ARE PLANNING TO BUILD A HOME 
ARE PLANNING TO REMODEL A HOME 
ARE INTERESTED IN NEW MATERIALS 


ARE A HOME OWNER OR BUILDER 
“ROCK WOOL” WILL INTEREST YOU 


HOME BUILDERS SUPPLY CO. 


680 W. MONUMENT ST, 


NEWSPAPER ADVERTISING 


ers and builders. 


back of product. Step-by-step tour of 
manufacturing process, demonstrates 
method of application and actual in- 
stallations. 

Mr. Stuart Answers the Question 
(30 min.) 16 mm., sd., b&w. Apply: 
U. S. Dept. of Commerce. No charge. 
Demonstrates need for sales training 
among small retailers and their sales- 
people. Shows how such training may 
be undertaken. 

Operation of No. 40-A Radial Over- 
Arm Saw (22 min.) 16 mm., cl., sd. 
Apply: L. G. Evans. No charge. 
Shows operation of the 40-A Radial 
over-arm saw. 

Paint is Our Business (15 min.) 16 
mm., cl., sd. Apply: Benjamin Moore. 
No charge. Shows how paint is man- 
ufactured in Benjamin Moore plants. 

Prefabrication With Plywood (35 
min.) 16 mm., sd., cl. Apply: Douglas 
Fir. Survey of prefabrication indus- 
try. Shows construction of farm 
structures, homes and schools. Indi- 
cates future possibilities of prefabri- 
cation. 

Quiet, Please (22 min.) 16 mm., cl., 
sd. Apply: Celotex. No charge. Phy- 
sics of sound illustrated by ani- 
mated drawings. Shows how sound- 
absorbing materials are _ applied, 
where they are used, also “before and 
after” sound effects in areas that 
have been sound conditioned. 

Roofs Over Your Head (20 min.) 
16 mm., sd., cl. Apply: Ruberoid. No 
charge. Manufacture and application 
of asphalt shingles. Apply three weeks 
in advance of showing date. 

Secret of the Masters (20 min.) 16 
mm., sd., cl. Apply: Gypsum. No 
charge. Shows development of water- 
thinned paints down through the 
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is used by Russell Hob- 
good, president, Home Builders Supply Co., Jackson, Miss., 
to attract an audience for his film showings for home own- 


PHONE 3-2759 


ages. Some of the world’s finest ex- 
amples of classic and modern art 
masterpieces are shown as proof of 
the amazing durability and beauty of 
quality oil paint that can be thinned 
with water. 

Sempervirens (30 min.) 16 mm., sd., 
cl. Apply: California Redwood. No 
charge. Explains milling and grading 
procedures in terms of intended uses 
of material. Shows why Redwood is 
such ian important wood in the build- 
ing field. 

Sheathing and Wallboard (15 min.) 
16 mm., cl., sd. Apply: (Gypsum As- 
sociation. No charge. Shows installa- 
tion procedures in various types of 
gypsum wallboard and gypsum 
sheathing. 

Sidelights on Siding (35 min.) 16 
mm., sd., cl. Apply: Ruberoid. No 
charge. [Illustrates manufacture and 
application of asbestos cement siding. 

Steel... Man’s Servant (35 min.) 16 
mm., sd., cl. Apply: U.S. Steel. No 
charge. Story of steel from the time 
the raw ore leaves the mines until the 
finished product leaves the _ mill. 
Camera follows steel workers at their 
daily tasks. 

Story of Asbestos (40 min.) 16 mm., 
b&w, si. Apply: J-M. No charge. 
Describes the sources of asbestos, its 
mining and milling. Pictures many of 
the products made of asbestos in com- 
bination with other materials such as 
insulation, floor tile, pipe, shingles, 
roofing, building boards, etc. 

Story of Growing Forests (25 min.) 
b&w, sd. Apply: Frost Lumber. No 
charge. Sawmill scenes showing logs 
being manufactured into lumber. 

The Magic of Lumber (20 min.) 16 
mm., sl., sd. Apply: West Coast Lum- 


SCENE FROM “Mahogany—Wood of the Ages” is a sound- 
color film (16mm) telling the story of the production and 
utilization of mahogany. 


It runs 40 minutes. 


bermen’s Assn. No charge. This new 
film, available January 1, 1951, tells 
the story of lumber grading. Reveals 
laboratory tests upon which grading 
rules are based, explains the work of 
the lumber grader and classifies lum- 
ber grades on the basis of use. 

The Shadow of a Pioneer (22 min.) 
16 mm., b&w, sd. Apply: Keystone 
Steel. Spectacular scenes of the steel 
and wire making processes leading to 
woven wire fences for American 
farms and industries. 

The Story of a House (30 min.) 
16 mm., cl., sd. Apply: Kimberly- 
Clark. No charge. Produced under 
the technical supervision of the edi- 
tors of Better Homes & Gardens, this 
film is a step-by-step story of the 
building and furnishing of a home. 

Story of Rock Wool Insulation (25 
min.) 16 mm., sd. Apply: Mines. 
Manufacture of rock wool and proced- 
ure for insulating new and old build- 
ings with rock wool by pneumatic 
method. 

Teco Trussed Rafters (40 min.) 16 
mm., b&w, si. Apply: Timber Engi- 
neering. No charge. Every operation 
in the fabrication, assembly and erec- 
tion of these clear-span trussed raft- 
ers is shown in addition to plant and 
labor required. Demonstrates simple 
and economical construction of Teco 
trussed rafters. 

Things You Should Know About 
Your Roof (25 min.) 16 mm., sd. b&w. 
Apply: J-M. No charge. Shows ad- 
vantages of asbestos built-up roof. 
Demonstrates correct method of ap- 
plying asbestos built-up roof both on 
new work and on reroofing. 

This Is Aluminum (30 min.) 16 
mm., b&w, sd. Apply: Alcoa. No 
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charge. Shows how men, machinery 
and electricity combine to extract 
iuminum from the earth. Details 
mining bauxite, the ore of aluminum, 
also costly chemical processes in- 
olved in refining the ore before it 
can be reduced electrolytically to me- 
allie aluminum. 

Trees and Homes (30 min.) 16 mm., 
d., el. Apply: Modern Talking Pic- 
ture. No charge. Logging scenes; 
logs being manufactured into lumber 
at the mill; laboratory scenes. Uses 
of lumber in everyday life. Spon- 
sored by Weyerhaeuser Forest Prod- 
ucts. 

A Trip Through A Modern Steel & 
Wire Mill (13 min) 16 mm., b&w, sd. 
Apply: Keystone Steel. No charge. 
The story of steel from open-hearth 
furnace to fabricated fence. 

Vermiculite—the Wonder Mineral 
(16 min) 16 mm., sd, b&w. No charge. 
Shows how Vermiculite combines ex- 
treme lightness with amazing fire 
proofness. Speaker on request. 

Walls of Daylight (25 min) 16 mm., 
cl, sd. Apply: American Structural. 
No charge. Manufacture of Insulux 
glass blocks, their physical character- 
istics and advantages of this light- 
transmitting material. 

Walls of Wisdom (12 min) .16 mm, 
sd, cl. Apply: Red Cedar Shingle. No 
charge. Speaker available for group 
meetings. Shows concise, detailed ac- 
count of the manufacture, application 
and sales features of cedar shingles 
and shakes for sidewall purposes. 

We Decorate Our Home (3 reels) 
16 mm sd., cl. Apply: Modern Talking 
Pictures. How to decorate a home 
with emphasis on paint and glass. 
Suggested methods for cleaning and 
refinishing soiled woodwork. 

White Magic (15 min) 16mm., cl., 
sd. Apply: Gypsum Association. No 
charge. Shows what gypsum is, how 
processed and its many uses. 

Zonolite, the Wonder Mineral (18 
min) 16 mm., sd., b&w. Apply: Zono- 
lite. No charge. Describes vermiculite 
in its crude state, manufacturing pro- 
cess, use as insulating fill in attics 
and side walls, plaster aggregate for 
use in place of sand for making light- 
weight plaster, concrete aggregate 
for use in place of sand and gravel 
to make lightweight insulating con- 
crete. Laboratory scenes describe fire- 
proof qualities of all Zonolite brand 
vermiculite products. 


Slide Films 


Americanism six sound-slide films 
n color. Apply: Roy Ross. Shows 
necd for continous fight to maintain 
America’s economic freedom. Story is 
built around typical American family. 
Suitable for employe training, church 
and community showings. Titles of 
: films: 1. “Land of the Free.” 2. 


‘The Smiths Look Back.” 3. “The 
Smiths and the Romans.” 4. “Amer- 
icx’s Growing Pains.” 5. “The 
Siniths, the Smythes and the Smith- 
skis.” 6. “Will You Let It Happen 
Here?” Each film about 30 min. 

The Amerock Profit Parade (25 
BurtpiInc Propucts MERCHANDISER 


min) 35 mm., sound slide film. Apply: 
American Cabinet. No charge. Vividly 
shows profit opportunities for jobbers 
and dealers who handle a complete 
line of quality matched hardware. 
Picture good for salesmen, dealers, 
contractors and home owners. 

A Builder Looks at Steel Windows 
(25 min) 35 mm., b&w, sd. Apply: 
Truscon. No charge. Describes the 
method in which this window is 
manufactured, installed and the ad- 
vantages to builder and home owner. 

According to Plan (90 frames) sd. 
Apply American Central. How install- 
ing American Central Kitchen Cab- 
inet and sinks modernizes a kitchen. 


Cavity Walls of Brick Tile Con- 
struction. Apply: Structural Clay 
Products. No charge. Strip film b&w 
with sound on record; 35 mm. Shows 
proper method of constructing cavity 
walls of brick and tile. Speaker avail- 
able on request. 

The Inside Story of a Good Home 
(15 min) 35 mm. b&w, sd. Apply: 
Southern Pine. No charge. The evo- 
lution of a home from the forest 
through the manufacture of lumber 
to the completion of the structural 
framework. Shows construction de- 
tails from foundation to roof. 


Install It Right With Marlite (25 


min) Cl. or b&w. Apply: Marsh. 
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ONE DEPENDABLE 
SOURCE OF GUARANTEED 
MERCHANDISE 


@ ONE UNIFORM HIGH 
STANDARD OF QUALITY 


@ OVER 50 YEARS' 
EXPERIENCE 


@ SALES-STIMULATING 
NATIONAL ADVERTISING 


@ ON-THE-SPOT "SALES 
CLOSING" ASSISTANCE 


Ring up MORE SALES ... EASIER 
SALES . . . REPEAT SALES—with CLAY 
equipment... a “natural profits’’ line 
for the lumberman. Each CLAY dealer 
has the key to the dollar-packed farm 
market in his territory with this diversi- 
fied line of barn, hog and poultry 
house items. Your farmer-customers 
prefer the proved superiority of CLAY 
products. They know the CLAY name 
means sound engineering—exclusive 
features ,— outstanding performance. 
Get MORE than your share of the 
equipment to be sold for the many 
farm buildings to be built in your com- 
munity this year. Sell CLAY—it pays! 


CATALOG 
CLAY EQUIPMENT CORP. 


CEDAR FALLS, IOWA 
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Consistently 


LOW 
PRICES 


Warehouse or 
Carload Shipments 


Dependable shipments of 
high quality birch ply- 
wood — birch veneer — 
birch lumber — birch 
doors. 


BIRCH 
PLYWOOD 


STOCK 
PANELS 


Grades A-A, A-1, A-2, 
A-3, 1-1, 1-2, 1-3, 2-2, 
2-3, 3-3. All thick- 
nesses: 1” to %,". 
Complete stock sizes 
or your sizes upon 
request. 


BIRCH 
DOOR PANELS 


Grades available: 1-3, 2-3, 3-3, 
in 1g’ and 3/16” thicknesses. 
All panels are 3-ply construc- 
tion. 


Phenolic, Urea, Melomine and 
10 Cycle Glue. All hot press 
glues. on door panels and 
stock panels. All birch ply- 
wood meets standard CS 35-47 
Bureau of Standards specifica- 
tions. 


BIRCH VENEER 


Rotary and Sliced Cut. Stand- 
ard Thicknesses. Faces, Backs, 
Cross Banding & No. 1 Sheet 
Stock. 


Specify your Requirements. 


PENDABLE 
ELIVERIES 


sf. ¢ 
R. BRAUND 
COMPANY 


Suite 214, Dept. CD 
Wabeek Building 
BIRMINGHAM, MICH. 


Telephone — Midwest 4-3450-53 
X Birmingham 500 











Sound-shde film showing proper in- 
stallation methods using Marlite. In- 
cludes colored frames of completed 
installations. Good training film for 
dealers, contractors, mechanics. Near- 
est factory representative will bring 
film and projector. 

Let’s Talk About the Weather (15 
min) Slide film b&w, sd. Apply: 
Chamberlin. No charge. Deals with 
weatherproofing a home. Shows 
where heat loss occurs and the rem- 
edy. Institutional film with no com- 
pany advertising. 

Modular Coordination of Window 
and Sash (30 min) slide film b&w, si. 
Apply: National Woodwork. No 
charge. Designed primarily to illus- 
trate a lecture on ‘modular coordina- 
tion as related to windows and sash. 
Speaker on request. 

Moisture Proof Walls—Apply: 
Structural Clay Products. No charge. 
Strip film, b&w, synchronize sound on 
record, 35 mm. Shows proper method 
of laying brick and tile walls to pre- 
vent water penetration. 

The Ropp Farm Story (17 min) ci. 
sd. Apply: Asbestos Cement. .No 
charge. Shows remodeling and reno- 
vation of nine farm buildings in IIli- 
nois. Shows original condition of the 
buildings, remodeling operations and 
appearance of finished product. As- 
bestos cement products are featured. 

Selling Against Resistance—six 15- 
minute sound-slide films. Apply: 
American Lumberman. No charge. 
Titles of these films are: 1. “How to 
Close Without Tricks or Traps.” 2. 
“How to Make Selling Points Pene- 
trate.” 3. “How to Overcome Objec- 
tions Unobjectively.” 4. “How to Out- 
sell Competition.” 5. “How to Be a 
Good Public Speaker Sitting Down.” 
6. “How to Make Your Customer Like 
You—tTrust You and Stick to You!” 
Purpose of these six films is to help 
your salesmen do a creative, aggres- 
sive selling job against competition. 

The Sheathing Story (30 min) 35 
mm. sound slide film and record, cl. 
Apply: Armstrong Cork. No charge. 
An analysis of the Monowall busi- 
ness in an effort to improve dealers’ 
merchandising technique. 

The Sleeping Giant—eight sound- 
slide films. Source: Rockett. Each 
film fully develops one angle of 
competitive selling. Subjects: 1. “The 
Sleeping Giant—American Salesman- 
ship.” 2. “By-Passing Sales Resist- 
ance.” 3. “The Attitude That Gets 
Business.” 4. “What Do You Sell.” 5. 
“Are Different Types of Prospects 
Really Different.” 6. “Pride and 
Prejudice.” 7. “Human Relations in 
Selling.” 8. “Closed or Just Close.” 

This Cushiontone Business (50 
min) 35 mm. sound slide film and 
record, cl. Apply: Armstrong Cork. 
No charge. A description of markets, 
noise reduction qualities of acoustical 
material and methods of installation 
for retail lumber dealer. 

Woodworker’s Tools (36 frames) 35 
mm., si. film strip. Apply: Visual 
Sciences. More than 100 commonly 


used hand tools and their use des- 
cribed in detail. 


Glass Slides 


Timber Connector Construction for 
Various Types of Structures (30 min) 
34ox4 inch glass slides. Apply: Tim- 
ber Engineering. 


Where to Secure Films Listed 
in This Article 


(Sources Listed Alphabetically) 

Akin-Bagshaw—Akin & Bagshaw 
Inc., 2023 E. Colfax Ave., Denver, 
Colo. 

Aleoa— Aluminum Company cf 
America, 801 Gulf Building, Pitis- 
burgh 19, Pa. 

American Cabinet—American Cab- 
inet Hardware Corp., 416 S. Main St., 
Rockford, Il. 

American Central—American Cen- 
tral Manufacturing Corporation, Con- 
nersville, Ind. 

American Lumberman — American 
Lumberman Magazine, 139 N. Ciark 
St., Chicago 2, Ill. 

American 
Structural 
Ohio. 


Armstrong Cork—Armstrong Cork 
Co., Advertising and Promotion 
Dept., Lancaster, Pa. 

Asbestos Cement—Asbestos Ce- 
ment Products Assn., 509 Madison 
Ave., New York 22, N. Y. 

Assn. Films — Association Films 
(YMCA Motion Picture Bureau) 25 
W. 45th St., New York 19, N. Y. 
Branch Offices: 206 S. Michigan Ave., 
Chicago 3, Ill.; 3012 Maple Ave., 
Dallas 4, Tex.; 351 Turk St., San 
Francisco 2, Calif. 

Benjamin Moore & Co.—R.C. Berg- 
man, 511 Canal St., New York 13, 
N.. 2 

‘BSN—Building Supply News, 5 S. 
Wabash Ave., Chicago, IIl. 

California Red wood—Californie 
Redwood Distributors Ltds:, 35 E. 
Wacker Drive, Chicago 1, Ill. 

Castle—Castle Films, RCA Build- 
ing, New York City 20; 135 S. La- 
Salle, ‘Chicago 1, IIl. 

Ceco—Ceco Steel Products Corp. 
Don Poor, Advertising Manager, 5601 
W. 26th St., Chicago 50, Ill. 

Celotex—The Celotex Corp., 120 
South LaSalle St., Chicago 3, Ill. 

Chamberlin— Chamberlin Co. of 
America., 1254 LaBrosse St., Detroit 
26, Mich. 

Douglas Fir—Douglas Fir Plywood 
Association, 301 Tacoma Bldz., Ta- 
coma 2, Wash. 

EBF—Encyclopedia Britannica 
Films, Inc. Preview and rental offices: 
207 South Green St., Chicago 7; 712 
N. Haskall St., Dallas 1; 30 Hunting- 
ton Ave., Boston 16; 450 W. 5éth St. 
New York 19; 1640 E. Mountain St., 
Pasadena 7; 3232 E. Rosboro Rd., At- 
lanta 5. 

Fir Door Institute—Fir Door Insti- 
tute, Tacoma Bldg., Tacoma 2, Wash. 


Structural — American 
Products Co., Toledo 1, 
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You're looking at 
over 10,000 feet of 
ROSBORO 


* *& *& SIX-STAR * * * 


LUMBER 


Rosboro Six-Star Lumber means 
you sell superior quality lumber. 
Check each star carefully and 








“f you'll agree you can't buy finer 
Be Jaa - old growth Douglas Fir and West 
tho Ja’ «, Coast Hemlock. 
¥. Pa? lie ee eee s ae Rosboro Six-Star Lumber prod- 
7 ' . ; ucts include: flooring, moulding, 
% 1. All Rosboro Six-Star Lumber is % 4. All Rosboro Six-Star Lumber +1: + 3: . s 
n GRADE MARKED. comes from OLD GROWTH ceiling, on — aaa Di 
n- & 2. All Rosboro Six-Star Lumber is TIMBER. mension, - Shipiap, smal tim- 
scientifically and automatically % 5. All Rosboro Six-Star Lumber is bers, timbers, etc. 
) KILN DRIED in Moore Dry kilns. clearly END STAMPED with the 
An 
vk % 3. EASED EDGES of Rosboro Six- Rosboro name. Look to the name ROSBORO on 
Star Lumber gives you greater % 6. All Rosboro Six-Star Lumber is lumber and you know you re get- 
. handling ease. DOUBLE END TRIMMED. ting Six-Star lumber every time. 
ROSBORO LUMBER COMPANY 
rk 
yn SPRINGFIELD, OREGON 
e- Douglas Fir West. Coast Hemlock 
on 











A Ro. 

re, tow to Handle a ZAZA THESE 14 TRACTO-SHOVEL 
‘an ° Luxx pxAzz ua = ATTACHMENTS CAN BE 

Variety of Jobs GOV EAEEEEBRB 3 INTERCHANGED IN BUT 

i e He LEE mS A FEW MINUTES 

' ona Single, Lower 2 : 

‘ 4 ." © ¥, cu. yd. Narrow Bucket 
nie Investm ent ) — oe : bin ? 4 2 cu. yd. Light Materials 


© 1 cu. yd. Standard Bucket 











5. = : ~. . “55, ee Se Bucket 

: # 1 cu. yd. Rock Bucket 
ild- —— a . % a . Teeth For All Buckets 
La- USE THE ALLIS-CHALMERS HD-5G ~ Heavy-duty Bulldozer Blade 

{ AND TRACTO-SHOVEL oe Heavy-duty Angledozer 
7a INTERCHANGEABLE ATTACHMENTS* [is _— 
—. Lift Fork (4,000. Ib. 

120 S a lifting capacity) - 


THE MOST ADVANCED TRACTOR IN ITS POWER CLASS Crome tener SS/ger 


You can lift lumber and carry it Liftieay copucity) 


f 
& over rough or muddy ground, stock-_e Big work capacity, with big tractor design, balance 


roit 


pile and load bulk or solid mate- and stamina. ‘oe 

cool rials, feed hoppers and loaders, ® 11,250 Ib. of properly balanced weight. ne 
Ta mainfain roads and yards, cut costs © 40.26 drawbar hp., 50.25 on belt. eens 

: on a wide variety of jobs — all with © Smooth 2-cycle diesel power. Tine Fork 
ical this standard machine and one or ® Easier steering and shifting with full visibility, con- Rock Fork 
ces: more specially designed attach- venient controls. Cushioned seat and wide arm rests. The usefulness of the HD-5 
12 ments. Start now to stretch your © Simplified servicing throughout. ) Tractor is further widened by 
ing- budget .. . investigate. @ Extended lubrication periods — 1,000 hours for other Allied equipment: skid 
St. truck wheels, idlers, support rollers, ; : 
St., loaders, canopies, winches, log 
At carts, 2-wheel scrapers, rip- 


* Write for literature — or pers, rollers and cranes. 
nsti- @ see your Allis-Chalmers dealer. 
, h. tT 
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Formica — Formica, 4600 Spring 
Grove Ave., Cincinnati 32, Ohio. 

Frost Lumber—Frost Lumber Jn- 
dustries, Inc., Shreveport 90, La. 

Gypsum Association—Gypsum As- 
sociation, Opera Building, Chicago, 
Ill. 

Ideal—Ideal Pictures Corporation, 
28 E. Eighth St., Chicago 5, ill. and 
branch offices in principal cities. 

Jam Handy—The Jam Handy Or- 
ganization, 2821 East Grand Blvd., 
Detroit 11, Mich. Offices in principal 
cities. 

J-M—Johns-Manville Sales Corp., 
22 East 40th St., at Madison, New 
York City. 

Keystone Steel—C. L. Venard, Key- 
stone Steel & Wire Co., Peoria 2, Ill. 

Kimberly - Clark — Kimberly-Clark 
Corp., Neenah, Wis. 

L. G. Evans—L. G. Evans & Co., 
737 S. Western Ave., Chicago 12, II. 

Libby-Owens — Libbey-Owens-Ford 
Glass Co., 120 S. LaSalle St., Chicago 
3, Il. 

Mall Tool—Mall Tool Co., Adver- 
tising Dept., 7740 S. Chicago Ave., 
Chicago 19, IIl. 

Marsh—Marsh Wall Products, Inc., 
John J. Marsh, Sales Manager, Dover, 
Ohio. 

Master—Master Builders Company, 
7016 Euclid Ave., Cleveland 3, Ohio. 

Mines—Bureau of Mines, Graphic 
Services Section, 4800 Forbes St., 


Pittsburgh 13, Pa. 

Modern Talking Pictures—Modern 
Talking Picture Service Inc., 9 Rocke- 
feller Plaza, New York City 20; 142 
E. Ontario, Chicago 11; 247 Spring 
St., NW, Atlanta, Ga. 

National Safety Council—National 
Safety Council—425 N. Michigan 
Ave., Chicago 11, IIl. 

National Woodwork—National 
Woodwork Manufacturers Assn., 332 
South Michigan Ave., Chicago 4, II. 


Portland—Portland Cement Asso- 
ciation, 33 W. Grand Ave., Chicago, 
Ill. 


Red Cedar—Red Cedar Shingle 
Bureau, 5510 White Building, Seattle 
1, Wash. 

Rileo—Rilco Laminated Products, 
Inc., W-2591, First National Bank 
Building, St. Paul 1, Minn. 

Ross Roy—Ross Roy, Inc., 2751 E. 
Jefferson Ave., Detroit 7, Mich. 

Rockett — Rockett Pictures, Inc., 
6108 Santa Monica Blvd., Hollywood 
38, Calif. 

Ruberoid--The Ruberoid Company, 
500 5th Ave., New York City 18. 

Southern Pine—Southern Pine 
Assn., New Orleans, La. 

Structural Clay Products—Struc- 
tural Clay Products Institute, 1520 
18th St., N. W., Washington 6, D. C. 

Timber Engineering Company, 1319 
Eighteenth St., N. W., Washington 


Truscon Steel—Truscon Steel Co.,, 
P. L. Callahan, Advertising Manager, 
Youngstown 1, Ohio. 

U. S. Dept. Commerce—nearest re- 
gional office. 

U. of Kansas—University of Kan- 
sas, Bureau of Audio-Visual Instruc- 
tion, Lawrence, Kan. 

U. S. Steel—U. S. Steel Corp. Sub- 
sidaries, 208 S. LaSalle St., Chicago 
90, Ill. 

Visual Sciences—Visual Sciences, 
Suffern, N. Y. 

Vermiculite—Vermiculite Institute, 
208 South LaSalle St., Chicago 4, IIl. 

West Coast Lumbermen’s Assn., 
1410 S. W. Morrison St., Portland 5, 
Ore. 

Zonolite—Zonolite Co., Philip R. 
Strand, Advertising Dept., 135 S. La 
Salle St., Chicago 3, Il. 

Western Pine—Western Pine Asso- 
ciation, Yeon Bldg., Portland 4, Ore. 





New Films 


New films for the building material 
dealer’s use are in production. Just as 
soon as these films become available, 
we will announce them. The list of 
titles on these pages, although com- 
piled from a variety of sources, is not 
all-inclusive. However, we believe it 
is the most comprehensive listing 
ever published specifically for the re- 
tail lumber dealer—The Editors. 








New Packaged Window 
and Door Trim... 


made of clear, soft-textured 
Ponderosa Pine 
Trim-Kit reduces costs — lower overall cost, lower 
handling costs. 


Trim-Kit eliminates waste — no cutting waste, no 
loss of material. 


Trim-Kit saves distribution time — horizontal mem- 


It 


Firpine also manufactures Ponderosa 
Pine lumber and wholesales all species 
of Western woods — lumber, millwork, 
mouldings, cut stock and specialty 
items. 


bers in one package, vertical members in 
another package. 


Trim-Kit is always bright clean stock. 


Trim-Kit is architecturally designed — adaptable to 


Consult us on your needs in Western ell tence of edness. 


Woods as well as Trim-Kit. 





OUR MOTTO: “If it's made of wood, We sell it.” 
Propucts COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 


R. A. Holmes 
Cc. F. Mimnaugh 








Pi Se eR has NIE. 6 





December 2, 1950, AMERICAN LUMBERMAN (7 








An- 


1b- 
120 


ite, 


Ill. 











WEL hse bars 


Cheese 


enn te he as eA RE 













$2636 E. 76th St. 





MOISTURE PROBLEMS 
CAN BE LICKED! 


Use WATERLOX Products 


For Moisture Control! 


WATERLOX TRANSPARENT 


A product designed to provide an all-pur- 
pose durable finish. It is the ideal coating on 
natural wood where sealing against water and 


moisture is necessary. 


Applied on log cabins and similar exteriors, 
it protects the exterior against the destruction 


of the elements — snow, ice, rain, heat and 


cold! 


Mix with paint and enamel for moisture 


control of the painted surface. 


WATERLOX CEMENT 
FLOOR STAIN 


A colorful coating that combines appear- 
ance with a seal that protects both cement 


and metal surfaces against moisture. 





GET COMPLETE DETAILS ON 
SEALING SURFACES AGAINST 
MOISTURE 





Write or Phone 


WATERLOX 


DIVISION OF 


The Empire Varnish Co. 
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Cleveland 4, Ohio 
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Prices are | | 





If your property is damaged or destroyed by 
fire or windstorm—how much more will it cost 
to 


Rebuild ? 
Replace ? 
Repair ? 


Under-insurance is dangerous! Check your 
policies against today’s HIGHER costs. Costs 
have risen 10% to 20% in the past six months. 
Discuss your insurance with your Lumbermen’s 
Underwriting Alliance representative—NOW! 


When Costs Climb 
Protect your Profits! 


Lumbermen insure earnings, continu- 
ing expenses, and cash reserves with 
‘Valued’ Business Suspension Insur- 
ance. Write us for helpful informa- 
tional folder. 

oe @ ation | 
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Lumbermen’s Underwriting Alliance 


U. S. Epperson Underwriting Co., Manager 
J. J. Lynn, President 


Home Office: 1000 R. A. Long Bidg., Kansas City 6, Mo. 


509 Terminal Sales Bldg. Strand Bidg. 616 Royster Bidg. 
Portland, Ore. Toronto, Ont., Can. Norfolk, Va. 
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MERCHANDISING CLINIC 


Momentum Is Important 


Don’t believe I ever saw building 
material advertising more interest- 
ing than it is today, notwithstanding 
the fact that it is hard to get sev- 
eral items that are in short supply. 

-This is a good sign. 

Generally speaking, large segments 
of the industry have subscribed 
wholeheartedly to the wholly errone- 
ous theory that when business is good 
you don’t need to advertise and that 
when it is bad you can’t afford to do 
so. 
That assumption leads to trouble. 
The time to get up a momentum 
that takes you over the next dip is 
when you’ve got the “fuel” to gener- 
ate the power that enables you to 
make the grade. Nothing is more fu- 
tile than to find yourself at_the bot- 
tom of a long pull with little steam 
in the boiler and not much fue! in 
the tank. 

At long last the building material 
industry seems to have learned the 
value of merchandising momentum. 
It is well that this is so. 


. The athlete who doesn’t 
train between contests never 
makes much of a showing. 


Follow Through Is 
Important Too 


Trouble is it doesn’t do much good 
to get the consuming public all het 
up about new products or new ways 
of doing things if the lumber dealer 
doesn’t follow through at his end of 
the line. 

That is where the big rub comes. 

If the “chain reaction” could start 
with the retailer and work up to the 
manufacturer a lot of time, effort and 
money could be saved. But of course 
it will never work out that way and 
there are plenty of good reasons why 
this is the case. Products originate 
in the research laboratories of manu- 
facturers who tell the public (in na- 
tional advertising) what has hap- 
pened and all about the resultant 
products. Thus “demand” is created. 
However, it’s a long jump to the 
place where demand is supplied. That 
is the big fly today in the distribu- 
tion ointment. 


. . - How to bridge the gap 
which exists between the con- 
sumer who could be sold a new 
product and the dealer who 
should sell it is a moot question 
in the distribution field. 





Where Is the Stopping 
Place? 


Lumber dealers rightfully claim 
they are unable to stock every new 
item that comes into the picture. 
Some of these products don’t remain 
in the picture very long. Others, that 
don’t look any too promising at the 
beginning, often turn into standard 
items. The lumber dealer must decide 
which is which. It’s no easy matter. 


... Alert dealers study adver- 
tising pages constantly and 
eventually acquire a “second 
sense” in deciding what is what 
when new products appear on 
the horizon. 


Department Stores Make 
the Most of Newness 


If you have been reading the mer- 
chandising magazines lately you have 
observed the leading national mag- 
azines are promoting a closer tie-in 
with the retail establishments which 
sell, or should sell, the products that 
are featured on the advertising pages 
of the magazines. 

This is pretty smart. 

For example, a certain manufac- 
turer comes out with a full page 
spread in the Saturday Evening Post, 
or some other similar publication. 
Millions read about the product. 

On their way down town the next 
morning, Mr. or Mrs. Ultimate Con- 
sumer pass a store where they en- 
counter placards, posters and other 
tie-in material featuring the article 
they have read about the evening be- 
fore in the Post. That’s an ideal 
set-up. 


. . . Every link in the distribu- 
tion chain must be strong 
otherwise the so-called “chain” 
isn’t worth much. 


Another Strengthener 


Recently in the building material 
field, a manufacturer ran an intro- 
ductory ad on the company’s fall cam- 
paign, in the Saturday Evening Post. 
All lumber dealers in the areas cov- 
ered had a copy of the ad weeks be- 
fore it appeared. They knew the story 
that was going to be told to the pub- 
lic. But that was only the beginning. 


... The all-important factor in 
the movement of materials is 
what happens at final point of 
sale. 


Step Number Two 


Said manufacturer didn’t stop with 


the ad in the Post. Next step was to | 


run See-Your-Lumber-Dealer ads the 
following Sunday in all principal 
newspapers in the trade area. So far 
so good... but still the chain wasn’t 
complete although a couple of strong 
links had been forged. 


. .. Locking arms with manu- 
facturers is pleasant and profit- 
able. 


The Local Tie-in 


Having seen the manufacturer’s ad 
in the Post and in the local Sunday 
paper, the ultimate consumer was 
aided no end when he encountered the 
dealer’s tie-in ad in the same publica- 
tion. He then knew where to go to 
get the product ... a link that is 
often lacking in the distribution chain 
and a right baffling one, too. Having 
become interested in the product, the 
consumer would like to contact the 
dealer who can sell it to him... if 
he knew where to go. 


... Making it easy to buy con- 
sists of many different helps 
along the way. 


Pay Off 


In the case we are discussing, hun- 
dreds of dealers ran tie-in ads... 
not only in the newspapers but on lo- 
cal radio stations where interesting 
announcements told a whaling good 
story in a few minutes’ time. 

But there is even more to this story 
of modern merchandising at its best. 

Manufacturers’ representatives had 
coached dealers and their employes so 
they knew the sales story well. They 
knew what to say when the prospect 
showed up. They put in show win- 
dows, bought sample displays and 
dressed up the store part of the lum- 
ber yard so that it reflected all the 
promotional work that had gone on 
before. 

Thén they fell to and made sales 
hand over fist. All the links were 
strong, sturdy and in place .. . mod- 
ern merchandising at its best and 
doing a bang-up job in the lumber 
yard. 
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REPRESENTING: 
PACK RIVER LUMBER CO. 
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_ Robbins Parkay Wood Tile... 
" ee : ” . — 
the “PAUL BUNYAN” of flooring! 
: MAPLE—the “tough guy” of the northern woods 
| —is used by Robbins to make PARKAY WOOD ROBBINS 
TILE, a flooring whose ability to take hard usage eae a —_ 
has become legendary. Paul Bunyan himself a= ent 
would have chosen it for its strength and endur- 7¥5"x 736" 
ance, its glowing beauty and its'easy maintenance! A 
jun- 10” x10’ 
» a @ HARD & SMOOTH~— stands up under heavy traffic. Thicknesses 
” 2/29" ’ 
Jo- @ SOUND- ABSORBING — laid in mastic, maple is 19/32 baat so/a8 
aaa quiet. ccteennit Salas 
@ RESISTANT to abrasion, maple’s hard surface is oe ~—_ — 
ory easy to clean. “ae 
ee ; @ RESILIENT maple gives underfoot, lessens fatigue. rset — on 
sso & @ ECONOMICAL when alterations are necessary, for once better 
hey F&F portions of floor can be changed. Species 
-_ : @ BEAUTIFUL maple wood has never been surpassed hard maple 
vin- § 2 northern beech 
and — for flooring. northern birch 
um- § northern oak 
the ff 
on a Maple 
pt 
ales = Association 
yere ——mo0 
10d - * 
_. ROBBINS FLOORING COMPANY 


Reed City, Michigan Ishpeming, Michigan 
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WHAT’S NEW 





Products .... Sales Aids... . Literature 


Design Manual for Welded Wire 
Fabric—for Home Construction titles 
an attractive new catalog which illus- 
trates and describes where and how 
Welded Wire Fabric should be used 
in concrete construction around the 
home. The catalog also gives sales 
facts that will enable the dealer to 
sell more Welded Wire Fabric for 
home building construction. Write 
Wire Reinforcement Institute, Dept. 
AL, National Press Building, Wash- 
ington 4, D. C. 


New models of band saws mounted 
on individual open type floor stands 
have just been developed by Boice- 
Crane Company. The addition en- 
larges to 12 the total number of 14- 
inch band saws in the Boice-Crane 
line. For descriptive literature write 
Boice-Crane Company, Dept. AL, 1000 
Central Ave., Toledo 6, Ohio. 


New condensed Guth fluorescent 
catalog covers a complete line of 
commercial and industrial, fluores- 
cent and germicidal lighting equip- 
ment, also a full range of fluorescent 
fixtures in a condensed, easy-to-refer- 
to form. The new catalog No. 47 
features the new Guth 4’ Slimline for 
the complete Guth Line of 40W 
Fluorescents. Write The Edwin F. 
Guth Company, Dept. AL, 2615 Wash- 
ington Ave., St. Louis 3, Mo. 


“Soldering Tips”, a 20-page pocket 
manual of soldering, is designed as 
a handy reference for professionals, 
and a complete, simplified soldering 
course for newcomers. Time-saving 
methods—Do’s and _  Dont’s—fiuxes 
and solder tables—difficult operations 
—all are discussed in plain, non-tech- 
nical language. New revised copies of 
“Soldering Tips” may be obtained by 
sending 10c in coin to Weller Electric 
Corp., Dept. AL, Easton, Pa. 


Heating With Convector Radiators, 
a Guide for Home Owners, is the 
title of a booklet issued by the Con- 
vector Manufacturers Association. 
Clear illustrations and simple, non- 
technical language are used to ex- 
plain the principles and advantages 
of convectors. Copies may be ob- 
tained without charge by writing the 
Convector Manufacturers Association, 
Dept. AL, 221 North La Salle St., 
Chicago 1, IIl. 


A Color Classification Chart is 
available from the Asphalt Tile Insti- 
tute. It is designed to clarify to the 
trade the various manufacturers’ 
color designations. The chart is a 
guide to show the commercial equiva- 
lents of the manufacturers’ color 
lines which give the same color tone 
or effect. Some 35 colors are listed. 
The chart represents the complete 
color line of each manufacturer in the 
A, B, C and D Color Groups. As an 
example of how colors are classified 
by the chart, it shows that asphalt 
tile with buff as its basic color and 
mottled with white and brown, is 
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designated as CM-23 by Hachmeister- 
Inc.; C-755 by Hood Rubber Com- 
pany; C-123 by Johns-Manville Corp.; 
C-452 by Sloane-Blabon Corporation; 
C-747 by The Tile-Tex Division, and 
C-51 by Uvalde Rock Asphalt Com- 
pany. The same procedure is used 
with all 35 colors listed. Single copies 
of the chart may be obtained without 
charge. Write the Asphalt Tile In- 
stitute, Dept. AL, 101 Park Ave., New 
York 17, N. Y. 


“Roof Savers” is a Johns-Manville 
folder on how to prolong the life of 
a roof and repair accidental damage. 
The recommendations apply to com- 
mercial, industrial, residential and 
farm buildings. Roof problems are 
divided into three groups: 1. roofs 
that are starting to dry out; 2. roofs 
that are dried out and eroded; and, 3. 
roofs and roof structures that are 
broken. So that a building owner can 
quickly classify his problem there is 
a close-up picture of a typical roof in 
each group. Combined with this is a 
picture showing how to prolong the 
life of such a roof. And, there are 
pictures showing the difference in ap- 
pearance and consistency of the rec- 
ommended materials—Regal Roof 
Coating, a smooth-bodied material; 
Asbestos Fibrous Roof Coating, a 
fibrous bodied material; and Asbestos 
Roof Putty, a heavy-bodied material. 
For copies of folder write Johns-Man- 
ville, Dept. AL, 22 East 40th St., New 
York 16, N. ¥. 


Cabinet door stock plans now are 
available free from Masonite Cor- 
poration. For a working drawing 
write the sales engineering depart- 
ment and ask for No. AD-190. The 
drawing suggests that the fabricator 


. furnish the stock in two grades: 


Square edge for cutting to size on 
the job by the carpenter, and finished 
stock, cut to size, fabricated, rab- 
betted and lipped. Facing of the ven- 
tilated door shown in the drawing is 
Masonite %” Tempered Presdwood. 
Write Masonite Corporation, Dept. 
AL, 111 W. Washington St., Chicago 
2, Ill. 


Suggestions to help users deter- 
mine the exact condition of their 
V-belt drives are contained in a four- 
page inventory survey check list. The 
standards carried in the check list 
make it possible for users to decide 
which of their belt sets are satisfac- 
tory as is, which will shortly require 
replacement, and which need imme- 
diate replacement. The survey is de- 
signed to cover the drive problems 
in most plants. “It is not wise policy 
to replace belts by blindly ordering 
the same kind used in the old in- 
stallation,” the check list states. 
“Belts have become specialized for 
better economy, safety and depend- 
ability. It is time now to take a look 
at the qualities of the new belts, 
and to take advantage of the special 
properties they have been’ given 
through use of new synthetics in their 
manufacture.” For copies of this in- 


ventory survey check list for V-belt 
drives write Allis-Chalmers Mfg. Co, 
Dept. AL, Milwaukee 1, Wis. 


Wall Desk, Cabinet, Bar 


Dor-Secretary is a drop leaf desk 
unit which can be hung on any 
house door or wall at approximately 
30” from the floor (average desk 
height) or any height desired. If 
the unit is to be used for children 
it can be hung at any comfortable 
height depending on the size of the 
individual or chair used with the 
desk. The Sliding Door Cabinet is 
the same type construction with 
sliding doors and is usually hung 
on a door or wall just above the 
Dor-Secretary. This cabinet is used 
for additional storage, books, sta- 
tionery, etc. The Dor-Bar, the 
same type unit as the Dor-Secre- 
tary, is usually hung on the wall 
or door at a height of approximate- 
ly three and a half feet from the 
floor. The Sliding Door Cabinet 
when used with the Dor-Bar, is 
usually hung on the wall or door 
just under the Dor-Bar unit to al- 
low for additional storage space. 
It is available in various widths, 
depths and heights. All three units 
are equipped with adjustable 
shelves and are ruggedly con- 
structed to withstand weight and 
heavy use. Write Federated Indus- 
tries Company, Dept. AL, 129 Lex- 
ington Ave., New York, N. Y. 


Pigmented, Dri-Wall Primer 


The O’Brien Corporation an- 
nounces the introduction of a new 
pigmented, dri-wall primer, called 
Vite. Formulated for use over 
Sheetrock, wallboard and other in- 
terior surfaces of extreme porosity, 
it will not raise the grain of paper 
surfaces. O’Brien’s new Vite dries 
very quickly to a hard opaque fin- . 
ish. It provides perfect holdout for 
the finish coat to be applied over it 
—and under normal conditions 
dries fast enough so that the finish 
coat can be applied over it the same 
day. Vite is reported to be a fast, 
two-coat finishing system on dri- 
wall construction. It’s easy and 
economical to use. Write The 
O’Brien Corporation, Dept. AL, 
South Bend 21, Ind. 
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You can buy lumber most any place in normal 
be times. And usually you measure your value in 
il- lumber alone. Not now! Buying has changed! 
one Today in buying you must know the market 
IS, (which is more than a one-man job). Also, service 
“ Here at last is a genuine hardwood plywood, and transportation are important considerations. 
ed — oe ee ee ee The GEO. E. MILLER LUMBER COMPANY main- 
ad et ae ae oe “a — tains a staff of lumber experts who are in constant 
: struction, built-in cabinets, furniture, partitions, 5 ; 
S- seore finewres. etc touch with both supplier and consumer to keep 
St ’ 1 oe : 

Mengelbord* is a low-priced utility hardwood ply- posted i market conditions : P 

wood available in standard stock panel sizes 14,” Wire service, teletype, phone or mail provides 

thick, 3-ply. It is moisture resistant—recommended quick response for your convenience. 

for a wide variety of interior uses. The GEO. E. MILLER LUMBER COMPANY of- 

Mengelbord has a one-piece face with no joints or fers you these extras with a wider selection of 
n- oval patches. It is made from beautiful unselected quality western forest products, as they are one 
2W White Gum (Tupelo) with the face grain running firm producing as a manufacturer and giving a 
ed the long way of the panel for greater strength and lecti 5 hol wiet bene 
er better decorative effects. a a ~~ pose OF B Swe. Y 
n- It is smoothly sanded, free from grain-raising, warp- a 
Y> resistant, cuts and works cleanly. Get more for your money. 
ri Mengelbord is light in color and suitable for a BRANCH OFFICES: 
i variety of finishes: paint, stain, natural, or as a J. DONNER WILLIAM J. HANLEY » &: MURPHY 

i ‘ . of N. J. Bldg. 6410 Sherwood Rd. 
or re lice cm "when — Sobanain 
it Write today for samples and descriptive Phone: York 4677 Jersey City. N. J. Phone: GReenwood 3-6448 
° . ° ° | Phone: 

ns literature. No obligation, of course. mew Soreny—= Sournct Se. 2-4785 
sh Where fine wood panels of Mahogany, Oak, Wow ‘Verk = Restor 2-1988 
“| Birch or Walnut are desired—ask for Mengelux. | 
St, Literat t. 
5 2 - GEO. E. MILLER 
wd wood Division, The Mengel Co., Louisville, Ky. 
ne thes. U.S: at. Of LUMBER COMPANY 
L, ——— : — EQUITABLE BLDG. - PORTLAND 4, OREGON 
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ADAMS-RITE 
HARDWARE 





) Distinctive designs in solid 

brass, yet priced to sell—these 

are the reasons why Adams- 

Rite hardware can make an 
extra profit for you. Write 

for the complete story | 
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Plaster and Mortar Mixer 


A new 6-cubic foot capacity plas- 
ter and mortar mixer known as the 
“Utility Type,” is designed along 
the most modern lines to effect 
easier handling around the job as 
well as transportation from one job 
to another. It has a low charging 
height for convenient loading and 
is regularly equipped with a bag 
splitter and a safety grate. Special 
wheels are available for narrow 
doorways. Standard power equip- 
ment is Briggs and Stratton Air 
Cooled Engine which drives through 
a roller chain and machine ‘cut 
gears. Drive is furnished either 
with or without clutch. Wheels are 
disc type equipped with 4.00 x 12 
Pneumatic Tires and Roller Bear- 
ings. Literature and advertising 
mats are available to dealers. Write 
Muller Machinery Company, Inc., 
Dept. AL, Metuchen, N. J. 


Packaged Water System 


Increasing demand for a low- 
priced, factory-assembled packaged 
water system that will operate in 
either deep or shallow wells has led 
to the introduction of the new Lan- 
caster Converto-Pak. Conversion 
from shallow to deep levels is made 
by simply removing the shallow 
well jet and installing the contents 
of a conversion package. Complete 
instructions are provided. These 
new packaged systems are supplied 
in 4, 1/3 and % HP sizes with 
capacities up to 840 GPH. Units 
are mounted on 15 or 30 gallon hori- 
zontal tanks or are also furnished 
with vertical tanks in all standard 
sizes. The pump can be used on 
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2-pipe or single pipe packer type 
applications with jet settings up to 
80 feet. Pump is self-priming on 
shallow well installations. The <e- 
sign is compact throughout. For 
descriptive literature write Lancas- 
ter Pump and Manufacturing Co., 
Inc., Dept. AL, Lancaster, Pa. 


New Wall Brush 


A new Skymaster wall brush, de- f 


signed specifically for use by home- 
owners in applying resin emulsion 
and casein paints, is made with 
100% pure Chinese bristle, vul- 
canized in rubber. 
in 4”, 414”, 5” width sizes. The 
bristle length clear on the 4” size 
is 234”, on the 414” size the bristle 
length clear is 3” and on the 5” 
size the bristle length clear is 314”. 
The thickness of all three sizes is 
%”. Full details about the new 
Skymaster wall brush may be ob- 
tained by writing on business sta- 
tionery to The Walpole Company, 
Ine., Dept. AL, 133 Mulberry St., 
New York 13, N. Y. 


"Successful Fireplaces" 


The 14th edition of the Donley 
Book of Successful Fireplaces is 
planned to promote the improve- 
ment of fireplace construction and 
design. With the growing interest 
in fireplaces, especially those of un- 
usual designs, many of them fail 
to operate properly due to faulty 
construction. This 78-page book is 
written to correct these faults. 
Here are some of the subjects 
covered: An Outline of Fireplace 
History, The Dutch Oven Fireplace, 
Factors in Fireplace Planning, 
Donley Heatsaver Fireplaces, Cor- 
ner Fireplaces, Fireplace Difficul- 
ties, Two-Way Fireplaces, Hints on 
Tending an Open Fire, etc. Each 
chapter is illustrated with photo- 
graphs, working drawings, sketches, 
charts and tables. The outdoor 
fireplace is treated in a separate 
chapter. This subject is also cov- 
ered thoroughly in a separate 24- 
page book—Donley Outdoor Fire- 
places. This new fireplace book is 
available at 50c a copy, postpaid, by 
writing The Donley Brothers Co., 
Dept. AL, 13928 Miles Ave., Cleve- 
land, Ohio. 
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GARAGE 
DOORS 











Compact Floor Display 

) : A practical solution to the prob- 
lem of displaying and demonstrat- 
ing wall, window and ceiling fans 
is found through the development 





























» of a new permanent display that are 
— oe buyer to see each fan 
in actual operation. The display 
de- fF is completely wired and comes the doors 
ne- & equipped with six of the most popu- 
lon Ff} Jar Air King models, each individ- for YOU 
— e ually pie ay The entire unit re- 
ul- F quires only 60” x 24” of floor space 
ble f thus providing practically a com- to SELL 
‘he f} = plete fan department in a minimum es 
a |» amount of space. It is built of nat- 
3 ural blond finished plywood giving EASY OPERATION—TAYCO exclusive “Floating Spring” 
An f pel dicey — ee re and 1 feature—the first maior improvement in garage door de- 
is the iat ag “ a o and , o” sign in 20 years—means smooth, feather-touch operation. 
ew f) Pull Chain Wall Models, 10” Fully The preloaded spring, mounted on the door panel, makes 
ne ; Automatic Wall Model, 10” Ceiling the big difference. 
a- g y ”, OH. . . . 
—_ od . . a se 9 FAST, EASY INSTALLATION—Just 30 MINUTES is all the 
7 = hanet Fem ond one three-speed con- time it takes a workman to install a TAYCO door. Instal- 
» trol. Write Berns Mfg. Co., Dept. lation can be made in any size opening. 8’ wide x 7’ high 
AL, 2278 North Elston Ave., Chi- and 9’ wide x 7’ high are standard door sizes. And only 
cago, Il. 6 in. clearance behind the door is all that is required. 





3 STURDY CONSTRUCTION — TAYCO garage doors are 



































ley precision made of tough alloy, heavy gauge aluminum. 
i: Makes them lightweight yet rugged and strong. They 
om won't rust, rot, or warp—never need painting. Fire re- 
“ sistant too! Especially designed to give long-life service. 
“— EASY TO SELL—TAYCO garage doors are shipped com- 
ail 4 pletely assembled in individual shipping cartons. Easy 
ty for you to store, handle, ship and sell. No service prob- 
fe. lems. No inventory problems. Investigate today. Discover 
ots for yourself how profitable TAYCO sémi-automatic gar- 
ce age doors can be for you. 
ce, ™ 5 
_ 7 L. S. TAYLOR MANUFACTURING CO 
or Packaged in Snap-Sacks . : ) | 2 
ul- King Cotton, butchers’ twine, 851 Marietta St., N.W. HEmlock 4825 Atlanta, Georgia 
on wrapping twine and cable cord are ‘ 
‘ ; : WHOLESALERS—JOBBERS: Write today for complete informa- 
‘* : be packaged in snap-sacks by tion. A few choice territories are still available. 
to- 8 iellmar Products Corp. This new, 
=. convenient packaging makes con- =: _ L, §, Taylor Manufacturing Co. 
or . nts of hewn transparent polythy- ; 851 Marietta St., N. W., Atlanta, Ga. ' 
ite ent : ' ' 
Ve w RR gc gle Moa oe 1 Gentlemen: Please send full information and prices to: 
24. display purposes. One dozen balls : 
re- FF to a unit—easy to handle, a good ' ei. «ac uhuinchy aad be bak Mie bigdene pul geo 00 lee ce 
is siles unit. Elastic Snap-Sack top 
by enables quick removal of one OF - Address ..:.... 1c ccc cece eect scence svevecessseeessesesfa) Jabber ; 
On, “ 1 balls. Write John H. Gra- ; 
ye m Co. Inc., Dept. AL, 105 - SS a eG Ae PERE Be es Sh A LOC Ie ae. Dealer ; 
Duane St., New York 8, N. Y. MP em Satire Fea dea a id ie i aaa aia a = Selanne See 
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you’tL PROFIT 


5 WAY s with 
Moisture Register 

















































because Moisture 
Register Instruments 


e Protect you on lumber pur- 
chases 

e Eliminate complaints and re- 
jects at time of sale 

e Prevent losses from improper 
grading 

e Save time in setting up and 
stacking your yard 

e Increase customer satisfac- 
tion and goodwill 


Model DC2 Moisture Register in use in yard 
of Ed Fountain Lumber Company, Los Angeles. 
DC2 also used in Ed Fountain Mill at Med- 
ford, Ore. 


Testing molsture content of panelling with 
Model RF4 at Morris Furniture Company, Los 
— manufacturers of high quality furni- 
ure. 


And if you're a building products 
dealer you can cash in on extra prof- 
its from sales of Moisture Register 
instruments. 





Moisture Register is the only man- 
ufacturer of electronic moisture test- 
ing instruments with guaranteed per- 
formance. A wide range of models, 
with prices from $75.00 to $148.50, 
test from zero to 25%. Test 80 wood 
varieties accurately in 3 seconds or 
less. Compact, rugged, portable. 
l-year guarantee, backed by 1|7 years 
of experience. 












10-DAY FREE TRIAL on any model. 
Prove to your own satisfaction that 
Moisture Register will save you time 
and money. No obligation! Write to- 
day, outlining your requirements. 






















Write today for complete information on 
Moisture Register instruments designed 
especially for the textile, leather, wood 
and paper industries. 


FLELTRONE 
IRE F 
WS 


} 1510 West Chestnut St. 
Alhambra, Calif. 





























Supremix Tilting Mixer 

The manufacturers of Supremix 
Tilting Mixer believe the mixer has 
many features which make it an 
outstanding piece of equipment for 
new plants, and those converting 
from dry batching to central mix- 
ing. The Supremix Mixer is an in- 
tegral part of the plant structure, 
thus eliminating elevated founda- 
tions or separate mixer platforms. 
Due to its unique tilting arrange- 
ment, the mixer is located lower 
in the structure, which saves head- 
room, at the same time allowing 
for sufficient height for delivery 
equipment and gives lower overall 
plant height. The mixer tilts hy- 
draulically and discharges as if 
pouring from a coffee pot without 
splash or spill and without dis- 
charge segregation. By this method 
of tilting, no collecting hopper is 
necessary, as the mixer tilts di- 
rectly into the delivery equipment. 
The power source is external of the 
mixer tilting frame, thus allowing 
for any kind of diesel, gasoline or 
electric power. Write Supremix 
Inc., an affiliate of Gene Olsen Cor- 
poration, Dept. AL, Adrian, Mich. 





Rolling Door Track 


Simplicity of construction and 
installation are special features of 
the “Washington Line” Rolling 
Door Track and Hanger. The tracks 
are of sturdy steel construction; 
ball-bearing steel or nylon wheel 


hangers roll noiselessy and effort- 
lessly. No detail millwork is re- 
quired to install these hangers, and 
doors are entirely supported from 
the top ... there are no tracks 
grooves or other devices on the 
floor. Tracks are available for ev 
ery type of installation: doubk 
tracks for double sliding doors; 
single tracks for “disappearing” 
doors; and they are adaptable to 
multiple doors. Hangers may be 
side-mounted, or top-mounted. 
Doors may be solid, panel or ply- 
wood doors, and the recommended 
load limit is 60 pounds. This hanger 
is designed for all interior type 
doors, or closet or wardrobe doors. 
Also manufactured by Washingt on 
Steel Products Company is a vast 
array of kitchen conveniences and 
builders hardware. The _ kitchen 
cabinet attachments called the 
“Kitch’n-Handy” line consists of 
such items as a “Pop-up” garbage 
container, spice shelves, package 
shelves, closet door shelves, tele- 
scoping towel dryers, lid holders, 
pet holders, cup shelves, utensil 
holders, and many other conven- 
iences which are easily attached to 
wood or metal cabinets. Write 
Washington Steel Products, Inc., 
Dept. AL, Tacoma, Wash. 


Adjustable Tension Hinge 


Two new adjustable tension 
screen door hinges are moderately 
priced and feature a tension spring 
which is easily adjusted to regu- 
late speed of door closing. The 
sturdy spring is enclosed in barrel 
of hinge for attractive appearance 
and protection. Made of. wrought 
steel, hinges are designed for half- 
surface (No. 2152) or full surface 
(No. 2154) applications, and are 
furnished in japan or plated fin- 
ishes. Mounted samples will be sup- 
plied at the cost of hinges only. 
Write the Stanley Works, Dept. 
AL, New Britain, Conn. 
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DEALERS WANTED 


For A Complete Line of Nationally 
Advertised Residential and 
Industrial Doors and Operators 
Call Your Local Crawford Door Sales Company 


- 


ep > 





ALBANY, Sherwood Park, Rensselaer, N.Y 
AMARILLO, 1413 West 36th St. 


ATLANTA, Olive and Washington St. 
Decatur 


BALTIMORE, 5910 Falls Road 
BILLINGS, 1311 Fourth Ave., N. 
BIRMINGHAM, ALA., 2630 N. 12th Ave. 
BOONTON, 430 William St. 
BRIDGEPORT, 756 Railroad Ave. 
BUFFALO, 587 Winslow Ave 


LONG ISLAND CITY, 32-16 37th Ave. 


= ANGELES, 107 Arena St., El Segundo 
alif. 


LOUISVILLE, 2425 Lexington Rd. 

LUBBOCK, 2217 Clovis Rd. 

MASON CITY, 521 First National Bank 
Bldg. 


MEMPHIS, 556 Madison 
MERIDIAN, 2211 Fourth St. 
MILWAUKEE, 1940 W. Forest Home Ave. 
NASHVILLE, 915 Church St. 
CADILLAC, 313 Haynes St. 
CANADA, Ottawa, Ontario, 335 Roosevelt yandeconcamenenemmaaa 
Ave. NEWARK, 36-38 Broadway 
NEWTON UPPER FALLS, 90 Linden St. 
ODESSA, 106 N. Belmont St., Box 829 
OKLAHOMA CITY, 4826 N. W. 10th St. 
OMAHA, 4601 Dodge 
PHILADELPHIA, 840 Cottman St. 
PHOENIX, Box 2268 
PITTSBURGH, 86 S. 26th St. 
PORTLAND, OREGON, 936 S. W. First St. 
ROANOKE, 615 Salem Ave. S. W. 
ROCHESTER, N. Y., 622 Scio St. 
ST. LOUIS, 1617 Lafayette 
ST. PAUL, 180-184 E. 6th St. 
SALT LAKE CITY, 155 W. Second S. St. 
SAN ANTONIO, 427 Westwood Drive 
SAN FRANCISCO, 693 Mission St. 
SAVANNAH, 12-20 Bay St. W. 
SCRANTON, 313 Mulberry St. 
SHREVEPORT, 111 Patton 
SPRINGFIELD, ILL., 447 N. Walnut 
TACOMA, P.O. Box 1614 
TOLEDO, 1011-15 Utica 
TULSA, 1215 So. Evanston St. 
UTICA, 1321 Rutger St. 
WASHINGTON, 610 Half St., S. W. 
WICHITA, 1445 S. McLean Blvd. 


CHARLESTON, S. €., 316 Bay Street 
CHARLESTON, W. VA., Day and Night Bldg. 
CHARLOTTE, 1730 Tryon St. 
CHATTANOOGA, 2704 E. 28th St. 
CHICAGO, 1431 W. Lake St. 
CINCINNATI, Montgomery and Lexington 
CLEVELAND, 2066 E. 70th St. 
COLUMBUS, 554 West Rich St. 

DALLAS, 5627 Yale Blvd. 

DENVER, 1001 Bannock 

DES MOINES, 1209 Keo Way 

DETROIT, 4651 Beaufait 

EL PASO, 1630 E. Missouri 

ELKHART, 1714 S. 7th St. 

EVANSVILLE, 421 Fulton Ave. 
HARRISBURG, PA., 31 S. 31st St. 
HOLLYWOOD, FLORIDA, P.O. Box 65 
HOUSTON, 5229 Griggs Road 
HUNTINGTON, 1303 Sixteenth St. 
INDIANAPOLIS, P.O. Box 6028 
JACKSON, MISS., P.O. Box 2021 
JACKSONVILLE, 2707 Main St. 

KANSAS CITY, 1730 Oak Street 
KNOXVILLE, 1915 W. Cumberland Ave, 
LAWTON, 18 “C” St. 

LITTLE ROCK, 924 E. Third St. 





Main Plant: 44-401 St. Jean Ave., Detroit 14, Michigan 
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isconsin 
Knight 





Hollow-Core 


GUM and 
Birch 
Flush Doors 





Here are THE doors for you 

to sell! Wisconsin Knight 
flush doors are top quality and offer 
your customers a lifetime of de- 
pendable service. They're 100% 
guaranteed in writing. 


The superior sales features of Wis- 
consin Knight doors include: (1) 
beautiful 3-ply gum and birch faces; 
(2) two lock blocks to permit eight- 
way hanging; (3) natural wood core; 
(4) interior and exterior models— 
front and grade styles. 


There is a Wisconsin Knight door 
for every purpose. And they make 
every room more beautiful. 


WISCONSIN 
FLUSH DOOR 


WHOLESALERS 
JOBBERS ... 
Write, wire or = 

phone us today 

complete information. 
RETAILERS ... 
Write for the 


meme of your 10101 Lyndon 


Detroit 21, Mich. 
Phone TExas 4-8010 


MFG. COMPANY 
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Large Weldwood Fire Doors 

Development of Weldwood fire 
doors as large as 4’ x 7’ with a 
10” x 10” light opening which can 
be used in any size door frame, was 
announced by United States Ply- 
wood Corporation. The doors have 
an incumbustible mineral core and 
come in a wide variety of face 
veneers. They have passed the Un- 
derwriters’ Laboratories test which 
gives authorization for their use in 
class B and class C openings. Write 
United States Plywood Corporation, 
Dept. AL, 55 West 44th St., New 
York 18, N. Y. 




































































Electrified Hone 


A safe, electrified hone is avail- 
able for all around sharpening pur- 
poses in homes, restaurants, fac- 
tories or farms. Unlike conven- 
tional, limited use sharpeners, the 
new Syncro Electric Hone Sharp- 
ener will not burn knife blades nor 
grind them away due to its revo- 
lutionary principle employing mag- 
netic honing action. Butcher-sharp 
edges may be secured easily, quickly 
and safely on all kinds of knives, 
chisels, garden tools, tool bits, 
plane blades, etc. The 


scrapers, 


new device has no wheels,. belts or 
gears and requires no oiling what- 
soever. Write Syncro Corporation, 
Dept. AL-1128,, Rochester, Mich. 














All-Purpose Transformers 


A compact, three-color counter 
display made of wood featuring an 
actual model of the new all purpose 
Rittenhouse bell and chime trans- 
former with the revolutionary 
Qwik-Lock mounting is being dis- 
tributed to the trade with each 
initial order received for the new 
type transformers. Requires small 
space on counter as overall dimen- 
sions are 544” square base with 9” 
height overall. According to the 
manufacturer, these new all pur- 
pose transformers are designed for 
use with door chimes, bells, buzzers, 
and other communication signal- 
ling equipment. They mount any- 
where; on round or square outlet 
boxes, on sides of switch or fuse 
cabinets, on wall or ceiling sur- 
faces. Mounting is quick, easy, se- 
cure with the Qwik-Lock nut. No 
extra plates or brackets are neces- 
sary; no small screws to adjust in 
awkward places. Write Rittenhouse 
Company, Inc., Dept. AL, Honeoye 
Falls, N. Y. 
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Carbide Scraper 


New England Carbide Tool Com- 
pany announces a Carbide Scraper 
with a double Perma-Edge carbide 
blade. The blade is 2%” wide. It 
is reversible and gives a total of 
5” of scraping carbide that will 
stay sharp for a long period. This 
scraper is for use on wood, metal, 


glass, plastic, slate, marble, and 
masonry. The handle is made of 


hard wood, shaped and balanced to 
prevent finger fatigue, with ample 
room for both hands when being 
used. Replacement blades are also 
available. Write New England Car- 
bide Tool Company, Dept. AL, 60 
Brookline, Cambridge 39, Mass. 


New Paint Colors 


Boydell Bros. Co. announces a 
completely new and modern selec- 
tion of colors in flat wall, semi-gloss 
and interior gloss finish. These 
products will be known as Sof- 
Tone, the washable Flat Wall fin- 
ish; Semi-Tone, the interior Semi- 
Gloss finish for walls and wood- 
work; and Gloss-Tone, the interior 
Gloss finish for walls and wood- 
work. Identical colors will be 
manufactured in all three finishes, 
thus enabling dealers to fully capi- 
talize on the modern decorative 
tempo of matching walls and wood- 
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It's a proven fact! Heller fixture 
equipped stores attract more 
trade. Heller store fixtures possess 
more selling features than any 
other line of fixtures on the mar- 
ket today. You will be amazed at 
the greater sales producing possi- 
bilities of Heller fixtures, and you 
get more value per dollar in- 
vested, 


Send size of store today for free 
plan. Ask for new manual No. 51 L. 


tox oigetimore people into VOUR store... 
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Manufacturers of Band Sawn 


NORTH CAROLINA PINE 
SOUTHERN HARDWOODS 
CYPRESS 

a 
End-Matched PINE, OAK, 
MAPLE AND GUM FLOORING 


Modern Moore Kilns — Planing Mill Facilities 
Members: 


& © 


HTSEY ¢y 
iS BROTHERS 


MILEY. SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 






























































AETNAPLY Tips 
Save You Money: 


ae you have no Rhino 
— use AETNAPLY tips! 


1, Storage of Plywood panels: AETNAPLY 
panels should be off the ground in racks with 
stock lying flat. Never set panels on ends or sides 
in storing. 

2, Package Plywood panels in bundles of 240+ 
or less—I2 pieces 1/4," Fir with steel strapping. 
Protect all the edges with cardboard. In Good 2 
Sides grades cover with cardboard on both sides. 

3, Install Plywood panels so that all four corners 
are secured where possible. 

4 Finish both sides of panel and seal edges. (Ex- 

. ample: Cupboard doors) Use REZ sealer and 


primer. 
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Mount Vernon Brand is unex- 
celled for quality — precision 
manufactured from select South- 


ern Hardwood stock in our own 
modern flooring plant. 


OAK 
® 


BEECH 
e 


PECAN 


Also kiln dried 
hardwoods. Mod- 
ern kiln drying and 
planing mill facili- 
ties. 





Mobile River Saw Mill Co., inc. 


MT. VERNON, ALABAMA 
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NEED PLYWOOD? 


Aetna may have just what you want—send in your inquiries. 











AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Ave. Chicago 22, Ill. 
ARmitage 6-7100 Teletype: CG305 


BRANCH WAREHOUSES: Grand Rapids, Rockford, Indianapolis. 
SALES OFFICES: Detroit, Milwaukee, Minneapolis, Virginia Beach, Va.; 
Springfield, Ill.; Marion and West Lafayette, Ind. 
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Northern White Pine 
Norway Pine 


RAINY LAKE LUMBER CO. Ltd. 


Seles Office: 


2020 Chicago Title & Trust Bldg., CHICAGO 2, ILL. 
Selling the Products of J. A. Mathieu, Ltd., Rainy Lake, Onf. 
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= OHIO ~ 
WHITE FINISH 


It’s in the northwestern part of Ohio 
that the world’s purest deposit of dolomitic 
limestone is found. 

And it’s here that Ohio White Finish is 
scientifically produced from hand picked, 
kiln burned rock, to offer the building in- 
dustry a lime that’s always uniformly 
right, guaranteed 992% pure. 

For finished plastering it makes a 
pure white putty of great plasticity, easy 
to work, smooth spreading. There’s none 
better. 

Look for the Zigzag Bags, our trade 
mark. 





The OHIO HYDRATE & SUPPLY Co. 
WOODVILLE, OHIO 











%* and its twin brand: 
HAWK SPREAD 
WHITE FINISH 





work. Formulas on all three prod- 
ucts have been improved with the 
latest and most forward advances 
in the science of paint manufac- 
ture. Washability, ease of applica- 
tion and smoothness have all been 
greatly increased. The new colors 
will have a new label, and new color 
cards have also been designed. 
Plans for release of these colors call 
for distribution after January 1, 
1951, so that adequate inventories 
of the new colors will be in the 
dealers’ hands prior to the opening 
of the early paint season. Write 
Boydell Bros. Co., Dept. AL, 432 E. 
Lafayette, Detroit 26, Mich. 





New Frost-Free Refrigerator 

Richly color-styled and introduc- 
ing a new exterior and interior de- 
sign, the Westinghouse DFC-10, 
above, with Frost-Free automatic 
defrosting is the top of the 1951 
Westinghouse refrigerator line. 
Keynote of the new exterior styling 
is the three-way door handle set 
at a 45 degree angle against a 
chrome-finished shield. Highlight 
of the interior color treatment of 
this model is the arctic blue and 
gold treatment of the plastic door 
on the freeze chest. Convenient 
shelves on the door are in blue to 
complement the blue and gold of 
the freeze chest. The DFC-10 will 
freeze and store frozen foods and 
the freeze chest has a 41 pound 
capacity. A butter keeper, meat 
keeper and humidrawer and the 
large normal food compartment 
with flexible shelving are designed 
to meet home refrigeration needs. 
The model is also equipped with a 
Westinghouse Sterilamp that keeps 
the air fresh and clean. The Frost- 
Free automatic defrosting system 
that eliminates any manual defrost- 
ing chores is geared to the use of 
the refrigerator, defrosting only 
when needed and without attention 
or concern on the part of the user. 
Large item storage is shown above 
as the model places a watermelon 
in the new DFC-10. Write Wes- 
tinghouse Electric Corporation, Ap- 
pliance Division, Dept. AL, Mans- 
field, Ohio. 


Frame for Cabinet-Top Sinks 


A new type of frame for cabinet- 
top sink installations combines the 
advantages of a decorative finish- 
ing trim, a sealing joint between 
sink and covering materials, and 
an installation support for the sink 
itself. It is identified as the Sink- 
Lok Frame, Featuring a patented 
clamp-like fastening action, the in- 
stalled frame overlaps edges of cab- 
inet-top covering materials a full 
quarter-inch, locking them in place 
so they can’t curl up or pull loose. 
The inside flange covers the outer 
half inch of the sink rim. These 
wide flanges provide broad areas 
for waterproofing compound, said 
to give extra assurance of a per- 
manently secure, waterproof bond. 
The frame has been specially de- 
signed to avoid the need for mor- 
tising, rabbeting or other special 
preparation of the sink-well cutout 
on the cabinet top. Also, it is said 
to be ideal for repairing installa- 
tions previously finished with con- 
ventional frames as it can be in- 
stalled over coverings already ce- 
mented in place. Write The B & T 
Metals Company, Dept. AL, 425 
West Town St., Columbus 16, Ohio. 


Anacortes Veneer Prod ucts 


As the first of three new prod- 
ucts to be manufactured by Ana- 
cortes Veneer, Inc., the company 
now offers extra long plywood pro- 
duced by scarf-jointing standard 
length panels of Exterior Douglas 
fir plywood. Other products, soon 
to be introduced to provide cus- 
tomers additional panel materials, 
are plastic-surfaced plywood and 
an entirely new hardboard for con- 
struction and industrial uses. Ex- 
tra-quality specifications will pro- 
vide long panels expressly intended 
for marine construction, including 
boat planking, decks, cabins, and 
bulkheads. Construction uses in- 
clude soffits and marquees, commer- 
cial buildings, siding, counters and 
displays. For the plastic. surfaced 
plywood, only the Exterior type 
plywood with waterproof bond will 
be used as the base panel. The 
overlay surface, bonded irreversibly 
to the plywood, will be of resin- 
impregnated fiber giving a harc, 
smooth, highly abrasive - resistant 
surface. One grade will be offered 
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This is our NORTH COUNTRY! 


. our NORTHERN MICHIGAN .. where Nature’s rugged forces 
combine to produce the slow grown, dense, tough hardwoods that 
go into Horner Flooring. For home, commercial, or industrial use 
sell this superior flooring for its beauty and its EXTRA durability! 
Right now we have grades and lots available at prices that will 
help you get immediate business. Write or wire at once for stock 
and price list on these items. 


HORNER FLOORING CO., 215 Maple Ave., Dollar Bay, Mich. 


| HORNER, the oldest name in Se Ee ote er 
| Hardwood Flooring [: 160 inches of snowfall marks the | 


tough winters in Hornerland! 
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Three well-equipped modern mills to serve 
you. Fine stands of timber. Best of service. 


40 Million Feet 


_ Southerr P 





Put your next needs up to us. 
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PONDEROSA PINE 


me — High Altitude, Soft Textured Growth 
NV 
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Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 











Clements Dumber Co. 


MANUFACTURERS & WHOLESALERS + DOUGLAS FIR LUMBER 
EUGENE, OREGON ~ P.0. BOX 908 - PHONE 5-3317 + TELETYPE EG 49 
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for general industrial uses; a sec- 
ond grade will be manufactured 
especially for re-usable concrete 
form construction, the surface of 
which has extreme resistance to 
abrasion and to the alkalies of con- 
crete. The advanced type panel 
hardboard which is to be manufac- 
tured starting next spring is the 
result of a five-year research pro- 
gram undertaken by the plywood 
industry through its Plywood Re- 
search Foundation. The unique 
production process developed cen- 
ters in a “semi-dry process” of con- 
verting wood fiber into a panel ma- 
terial. Write Anacortes Veneer, 
Inc., Dept. AL, Anacortes, Wash. 








Plier Grip Caulking Gun 


The patented “Can Do” plier 
grip caulking gun is used in the 
same manner as a pair of pliers. It 
is light in weight and eliminates 
the cocking of the wrist. In oper- 
ating the plier grip gun the feed 
rod extends under the arm instead 
of over the arm and is out of the 
way when the plunger is extended. 
The gun can be operated with either 
hand and simplifies caulking either 
forward, to the right, or to the left. 
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It makes possible caulking in cr-v- 
ices, corners and hard to get pla:es 
with greater ease and less effort 
and strain on the operator. It also 
allows a greater reach from lad- 
ders and scaffolds. The user can pick 
up the gun from any lying position 
and be ready to caulk without ma- 
neuvering to get the nozzle in the 
proper position. A finger tip, posi- 
tive pressure release stops the flow 
of materials instantly. The manu- 
facturer will send samples on re- 
quest. Extensive tests by the man- 
ufacturer show that the new plier 
grip gun will increase caulking 
capacity of one man as much as 
30% in a day. It is reported pos- 
sible to run out an entire cartridge 
of caulking material in 15 seconds. 
Write Western Reserve Manufac- 
turing Company, Dept. AL, 3711 
East 93rd St., Cleveland 5, Ohio. 


BUILD BETTER With 
BRICK ana TILE 








New Brick and Tile Display 


Now available to dealers through- 
out the middle west is this new and 
modern clay products display unit. 
It should answer the long felt need 
of many dealers. This sturdy and 
attractive unit, available to the 
dealer at a very nominal cost, in- 
cludes three Masonite shelves and 
a picture display panel supported 
by brushed aluminum tubing. The 
two lower shelves are covered with 
scuff-resistant green nylon flock, 
blown on a rubber base, providing 
practical, durable display space for 
brick and tile sample straps. The 
top shelf is designed for literature. 
The photographs may be changed 
so dealers can feature their own 
jobs as well as others. The open 
design of the unit makes it possible 
to use it as an island display where 
desired. Overall dimensions: 36 
inches wide and approximately five 
feet high. Write Structural Clay 
Products Institute, Dept. AL, Ames, 
Iowa. 
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GABRIEL! 


A name that has 





Basement Windows 
stood for quality 


and leadership in Coal Chutes 
the Home Build- . 

: 2 ae Dome Dampers 
ing Specialties * 

field for years. — 


Ash Pit Doors 
Better Products — . 


3 Package Receivers 
Profits, * 


Joist Hangers, etc. 


Greater 








Ask for Catalog. 


National Sales Representatives: HARRIS, Inc. 
200 E. Long St., Columbus 15, Ohio 





BRBRIEL ie eee COMPANY 


4/3700 Sherwood, Defrost /2, Mich. 












MADE OF 


FIBERGLAS 


acre sap 


7 | OWENS- CORNING “FIBERGLAS. CORPORATION 





in the New 
i improved 


| ROLL B BLAI IKET PACKAGE 


@ 25% longer roll, uniformly 
a compressed. 
© Fewer packages to handle in less 
warehouse space. 
© Better vapor barrier of stronger 
POURING * tougher paper. 
WOOL @ Less fitting and cutting. 
@ Easier . . . faster to install. 
@ No bags or cartons to discard. 





AND THREE OTHER 
HANDY FORMS 














BAT 
BLANKET 
UTILITY 
= zy BAT 
\ 4nSyLite one atentomenki @ ONTARIO 
*Reg. U.S.7.M, meenanneues 2 Binuesera. 


B itpinc Propucts MERCHANDISER 












The Winning Combination! 


ABESTO LIQUID, teamed up with SMOOTH 
SURFACE ROOFING, produces a better built-up 
roof at lower cost. 


ABESTO LIQUID is also 
ideal for basement damp proof- 
ing and roof coating. 


Write for specification sheets 


cA MARK REG. U. S. PAT. OFF. 


Manufacturing Corp., Dept. D-3, Michigan City, Indiana 








OAK « BEECH 
ASH - PECAN 


In straight or mixed cars with air 
dried Yellow Pine Boards and Dimen- 
sion. Excellent manufacture, and 
service. 


For prompt attention on your needs 
phone or write 


Miller & Company, Ine. 


Hardwood & Yellow Pine Lumber 
SELMA, ALA. and JACKSON, TENN. 


Selma LD 9910 — Phones — Jackson 2376] 
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Red Cedar Closet Lining 


RBrown’s 


‘SUPERTEWAL 


NATIONALLY 


J Ganle 
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Guaranteed 90% Red Heart or Better 


100% oil content 
Suggest Cedar Lined 
Closets to Every Home 
Builder. There is 


Only SUPER- 

CEDAR is of 

the same uni- 

form high quali- 

ty standard that 

guarantees every 
ackage to contain 
O% Red Heart or 

better, and 100% oil 

content that produces 

the pleasing aroma. , 


ALL WIDTHS PUT-UP 
40 FT. TO PACKAGE 


More home builders are’ 
specifying cedar lined 

closets today than ever—and 
Brown’s SUPERCEDAR is na- 
tionally advertised to thous- 
ands of new home prospects, 
architects and builders. SUPER- 
CEDAR closet lining is surfaced, 
tongue and grooved, ready to put 
on with no waste. Packaged and 
sealed with the Geo. C. Brown label 
and guarantee, famous since 1886. 








SEALED 





LABELED 


Product of ¥ 


GEO. C. BROWN & CO., Inc 


GREENSBORO, N. C. ESTABLISHED 1866 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 








CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


For cracks, holes, and crevices in wood, 
plaster, tile, stucco, and cement. 
A “best seller’’ because it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it’s put—holds screws, 
nails, tacks 
®@ Water resistant 
@ Easy to work with—can be molded, 
sanded, sawed, painted, or stained 
@ No waste—mix with water only as 
needed 
Packed in 1, 5 lb. cartons; also 25, 50, and 
100 Ib. drums. 


Try it yourself. Find out why easier, faster re- 
pairs can mean easier, faster sales. Order from 
your wholesaler, or direct from us. 


Another ‘Product of Merit’ by Consumers. 


\ PACKAGED 
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CONSUMERS GLUE CO. 


1I5IS N. HADLEY ST. - ST. LOUIS 6, MO 











Automatic Door Operator 


Recently announced by the H. W. 
Crane Company, is the production 
of a new remote control, automatic 
garage door operator. Principally 
designed for installation at time of 
the construction of the home and 
its garage, this low-cost unit is de- 
signed to work either by remote 
control from the car or by direct 
contact from the garage or house. 
This new unit will also control 
driveway and garage lights; an out- 
standing feature is the automatic 
locking which takes place when the 
door is closed. Designed especially 
for overhead sectional or one-piece 
type doors with horizontal tracks, 
it’s easy to install and requires no 
technicians. Maximum door sizes 
range from single doors 9’ wide x 
7 high ... or 16’ wide x 8 high 
for double doors. Production units 
utilize 110-volt single phase motors. 
Write H. W. Crane Company, Dept. 
AL, 1447 W. Lake St., Chicago, III. 


Super Home Craftsmen Kit 


A handy roll kit of carbide tipped 
masonry drills for home and other 
use is now offered by Super Tool 
Company. Known as the “Home 
Craftsmen Kit” it contains three 
popular drills in 14”, 32” and 14” 
sizes. The drills can be used in 
hand brace or electric drill for drill- 
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ing in brick, concrete, tile, plaster 
and similar materials. They are 
offered in the Super Spiral Flute 
design that makes possible the 
drilling of the above materials 
without stopping for dust removal 
and is_ preferred by awning 
hangers, electricians and others 
whose work requires extensive use 
of masonry drills. Home crafts- 
men and workers in various trades 
who have used star drills and ham- 
mers and spent hours on a project 
will like these drills that cut fast 
clean holes quickly, easily and 
noiselessly. Write Super Tool Com- 
pany, Dept. AL, 21650 Hoover 
Road, Detroit, Mich. 


Leaver's Official Estimator 


The new, revised 1950 edition of 
Leaver’s Official Estimator is now 
available through this magazine at 
$15.00 per copy prepaid. This is 
the long waited for edition that 
many readers have been requesting. 
The old edition has been out of 
print about a year. Leaver’s Offi- 
cial Estimator is recognized by the 
Office of Price Administration, Na- 
tional Wooden Box Association and 
the manufacturing lumber and di- 
mension products industry through- 
out the United States, Canada, and 
Mexico. Write American Lumber- 
man & Building Products Merchan- 
diser, 139 N. Clark St., Chicago 2, 
Ill. 





OSHKOSH WOOD PRODUCTS 


CORPORATION 
OSHKOSH. WISCONSIN 


Manufacturers of 


WOODWAY 
VENETIAN BLIND—SLATS, 
RAIL & FASCIA 
MOULDINGS—ST'D & SPEC. 
FURNITURE DIMENSION 
GLUED-UP STOCK 
COMMERCIAL KILN DRYING 
CUT STOCK 
READY-TO-ASSEMBLE 








WE SPECIALIZE IN BASs. 
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n- Finest West Coast Forest Products 
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st Bi h FI e ROSA PINE, DOUGLAS FIR, 
id | Maple and rc ooring HEMLOCK, SPRUCE, WESTERN 
n- § in Cartons RED CEDAR and others — Shop, 
er ff (or reqular lengths in bundles) Finish, Dimension and Industrial 
Lumber, Siding, Shingles and 
° . Specialties — Finest quality, best 
Something ond ” prices — Wire, write or call today 
of modern flooring for quotations on carload lots to 
a your specifications. 
* M. F. M. A. SPECIFICATIONS 
be. PLYWOOD, DOORS, BUILDING SPECIALTIES 
. . Look to Fiddes-Moore for warehouse and carload ship- 
1872 
. , Forest Producto Sines ments of interior and exterior plywoods of all kinds and 
pe sizes—for modern Flush Doors and Douglas Fir Doors— 
he e el? for many building specialties. See our latest F-M Price- 
fad O-Gram for information and prices. 
nd : ° Fr e e e 1) e a: 
i- E 3 ; ; QUALITY SERVICE 
rh- 


yd FIDDES-MOORE & CO. 


er- p 4950 STATE LINE AVE., HAMMOND, INDIANA 
“a PHO O p O Phones: SOUTH CHICAGO 8-9223 (Chicago) RUSSELL 2350 (Hammond) 


Fort Wayne, Indiana © P. 0. Box 839 © Telephone: Harrison 1285 


Shevlin-McCloud CESSES THE LOWEST PRICED 


PLANER 
Lumber Co. THAT’S REALLY PRACTICAL 


ee ee For the small shop, mill or lumber yard that desires to keep equip- 

ment costs to the lowest practical minimum, the BUSS No. 208 is 

Distributors of the perfect answer! It will handle everything within its 20"x 8" 
capacity with speed and accuracy. It has a heavy cast iron base, 

sectional infeed-roll, sectional 

chipbreaker, 4 driven rolls, built-in 


knife grinding-jointing attachment, 








































PONDEROSA PINE fully enclosed motors and many 
G other desirable features. Available 
SUGAR PINE in various feed rates. Write for 
i details, 
DOUGLAS FIR 
| , WHITE FIR 

The BUSS line 

Selling the Products of: — pre Thy 

duction set-up — 

THE McCLOUD RIVER LUMBER CO. single and double 

° i urtacers in 

McCloud, Calif. | yee oman and 

the No. 55 Double 

THE SHEVLIN-HIXON COMPANY pore Aron Roughing 

Bend, Ore. — 

MEMBER EXECUTIVE OFFICE 
Western Pine Association * PLANER 
Pond “ 900 First Nat‘l-Soo Line Bldg. 
> West Coast Lumbermen’ Asvociation MINNEAPOLIS 2, MINN. SPECIALISTS 
: District Sales Offices B U Ss 4 


San Francisco 5 New York 17 Chicago 1 MACHINE WORKS 
238 EIGHTH ST., HOLLAND, 
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NAMES IN THE NEWS 


Northwestern Hardwood Assn. 
Holds 62nd Annual Convention 


The Northwestern Hardwood Lum- 
bermen’s Association, Minneapolis, 
Minn., will hold its annual convention 
and banquet at the Dyckman Hotel on 
Wednesday, December 6, 1950. This 
will be the organization’s 62nd An- 
nual. Its members believe it is the 
oldest lumber group in existence. 
President Frank T. Jones will address 
the December meeting. There will 
also be an election of officers, various 
committee reports and dinner af 
6:30 p. m. 


New Unit under Construction 
for Ozan Lumber 


Ozan Lumber Company is con- 
structing a new planing mill building 
and, when completed, it will be 
equipped with the most modern wood- 
working machinery and _ electric 
equipment. The building is 165 ft. x 
240 ft., and is so constructed that 
the railroad siding enters one end of 
the building, and extends the entire 
length of the building. Therefore, all 
car loadings will be entirely under 
cover, and fully protected from the 
weather. The work floors will be at 
ground level, and will be of con- 
crete. The loading platform is ap- 
proximately 40 ft. x 240 ft., and the 
machinery space is 110 ft. x 240 ft. 

This unit is another step in the 
Ozan Lumber Company’s plan to re- 








build its Prescott plant, in an effort 
to reach a very high degree of 
mechanization. All machinery will be 
operated by electricity. There will be 
one control center with remote con- 
trol buttons at each operator’s po- 
sition. 

Lumber will be delivered to the 
planing mill in packages by straddle 
truck, and move up to the machines 
on floor chains powered by gear 
motors. A tilt hoist will semi-auto- 
matically feed material to the 
matcher over a J-1B Pacific Coast 
Type feed table. After the lumber 
passes through the machine, it will 
discharge onto a transfer table, where 
it will be graded. The on-grade ma- 
terial will automatically load onto a 
trimmer, which will smooth end trim 
each piece and imprint the grade. 
The material will then be repackaged 
on a reverse tilt hoist. The finished 
material will be moved by straddle 
truck to the car door for loading. 

Other equipment in the planing 
mill includes a Williams No-Nife Hog 
for pulverizing waste material so it 
can be blown to the fuel house, a high 
speed molder, a rip saw and a re- 
saw. The new plant will probably 
not be ready for operation until 
about the middle of 1951. 

To be added later, after additional 
dry kilns can be built, is a hardwood 
flooring unit, which should be cap- 
able of producing approximately one 
carload of finished hardwood flooring 
per eight hour shift. 





























































































































National Gypsum emi 
Does Job for Whole Industry 


The effects of Federal restrictions 
on building aren’t too apparent now, 
but National Gypsum Company is 
convinced extreme material shortages 
will end in 1951 and has swung its 
full-color series of full- -pages in_ the 
Saturday Evening Post into the fight 
for sales next year. Building ma- 
terial dealers should be encouraged 
by this one company’s attempt to 
divert consumer dollars into home- 
building. 

As National’s ad manager, L. J. 
Fitzpatrick, sees it, the ad series does 














CALL ON ‘SOUTHERN PINE LUMBER COMPANY 
IXE ) CAR ASSORTMENTS 








SU ed 


MIXED as 





















Yes Sir! Southern Pine Lumber Company has the 
right assortment to ship in a mixed car that will 
We can ship Southern Pine 
yard and shed items mixed with your choice of 
the other items shown at the right. 


Dependable shippers since 1890— 


fit YOUR needs! 


and for years to come. 








“SUPREME” 
OAK FLOORING 


SOUTHERN PINE 


SOUTHERN 
HARDWOODS 


CYPRESS 


SOUTHERN PINE LUMBER COMPANY 


Millis: Diboll and Pineland. Texas Sales Office: Texarkana, U.S. A. 








Shingles 





D. M. McCLintock LumBER Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 
Telephone: Atwater 9355 


Douglas Fir @ Red Cedar 
Sitka Spruce & Hemlock Lumber 


Exclusive Mill Agents 











AUTOMATIC 
GAUGE 


TANNEWITZ 


for Swing Saws 


SAVES 


30 Days Free Trial 








$30 to $50. A MONTH 
IN LUMBER AND LABOR 





ORDER NOW OR SEND FOR 
CIRCULAR 


TANNEWITZ WORKS 
of > GRAND RAPIDS 


MICHIGAN 




















oy | | 














> ai 


we 








GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 

Hi 

F Mfrs. of WHITE PINE (PINUS 

t Genuine STROBUS) 


Also some Norway and Spruce 


AIR-SEASONED — WATER-CURED 
Rough or Dressed 








Special. White Pine Dry Short Shorts. 
C.Sel. & B. 4/4 to 8/4, 3”&wider x 16/71”. 
1, 2, 3, 4 Com. 4/4 to 8/4, 3’&wider x 16/71”. 
Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A. W.L.A. 1950 











PRECISION 


folding stairway 


@ No springs—Actuated 
by counterweights 


@ Easy to operate 

@ Safety treads on steps 
@ Insulated door panel 

@ Requires no attic space 
@ Shipped in one package 
Write for full information as 

PRECISION PARTS CORP. ‘ 


Nashville 7, Tennessee 























THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 





Rainelle, W. Va. 











BURNER with 
CONE GRATE 


* Burns 25% More 
* With 75% less smoke and 
cinders. Fool proof 
We Also Build 
BOILERS — 5 TO 1200 H.P. 
TANKS and STACKS 


STRUCTURAL STEEL 
FABRICATORS 
MFRS. FLANGED & DISHED HEADS 


We Stock 
Straight & Bent Boiler Tubes 


SEATTLE BOILER WORKS 


Now in Our New Larger Modern Plant at 5237 E. Marginal Way 
SEATTLE, WASH. 
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VAN-PACKER 


jmne y? PACKAGED CHIMNEY 


Need a 


Ch 


EASY SALES...EXTRA PROFITS 


@ HUNDREDS OF HOMES NEED NEW CHIMNEYS 
Old homes, new homes, summer cabins, brooder houses, motels, tourist 
cabins, resorts—there's a vast ready market right in your own community. 


@ YOU CAN’T BUY A SAFER CHIMNEY 


Underwriters' Laboratories approve the Van-Packer Chimney 
in place of brick for gas, oil, coal or wood in any type 
home . . . one or two story. Ideal for pot type oil burners. 
Meets FHA requirements. 





NATIONALLY ADVERTISED IN LEADING MAGAZINES 

Thousands of inquiries from our ads in Better Homes, Saturday Evening 
Post, Farm Journal, Country Gentleman, American Home, etc., are referred 
direct to dealers. Complete selling literature, newspaper mats furnished 


free. 


COSTS 20% to 40%, LESS THAN BRICK 

Easily installed, summer or winter by anyone in 3 to 4 hours. Lightweight, 
needs no foundation. Suspends from ceiling or floor joists. A more effi- 
cient chimney with better draft. 


@ COMPLETELY PACKAGED FOR YOUR CONVENIENCE 
Easy to handle, minimum stock enables you to supply any | or 2 story 
house with any roof pitch. Furnished complete, all parts for entire 
installation. 


LIBERAL DISCOUNT TO DEALERS 


Ask your jobber about Van-Packer 
Chimneys or write direct. Make 
big, profits as the Van-Packer 
dealer in your territory. 





134 S. Clark St., Chicago 3, Ill. 


TO SERVE YOU BETTER... 


Our Mills are Running Day and Night to 
Supply You with Our Western Woods 








PONDEROSA PINE 
SUGAR PINE 
DOUGLAS FIR 
WHITE FIR 
INCENSE CEDAR 





Mills: Anderson and Canby, California 


Sales Office: Anderson, California 
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more than plant the name “Gold 
Bond” in Post readers’ minds. The most 
recent ad, headlined “When should 
a fellow buy a house?” did a strong 
selling job for the whole industry. 
Showing a colorful illustration of a 
striking new house, the ad appeals to 
the pride of home-ownership, and 
briefly describes advances in building 
techniques and the quality of mate- 
rials. Readership studies show that 
National’s ads have high attention- 
value, an indication that many of the 
Post’s over 4-million readers are be- 
ing convinced that building a home 
right now is a pretty good idea. 


Celotex—Direct Mail Award 


Direct mail produced during the 
past year by The Celotex Corporation 
was judged best in the Building 
Materials industry in an international 
competition sponsored by the Direct 
Mail Advertising Association. Award 
winners were announced during the 
association’s Annual Conference at 
the Roosevelt Hotel in New York. 


Rudiger Moves Branch Office 


The Southern California branch of 
Rudiger-Lang Co., formerly located 
at 622 S. La Brea Ave., has been 
moved to larger quarters at 7966 Mel- 
rose Ave., Los Angeles. The firm 
manufactures tension-tite, Roll-Away 
and R-L fixed frame screens at fac- 
tories in Berkeley, Calif., and Toccoa, 
Ga. The phone number of Los Angeles 
office will be changed to Webster 
3-7228. 


National Association of Home 
Builders' Convention 


Over 4,000 lumber and building ma- 
terial dealers are expected to attend 
the National Association of Home 
Builders’ Convention and Exposition 
next month. They will join the thou- 
sands of home builders, architects, 
financial representatives and manu- 
facturers who will converge on Chi- 
cago for the industry’s annual get- 
together, January 21-25. The big 
attraction for the dealers, of course, 
will be the huge exposition of build- 
ing materials and home equipment 
where more than 160 leading manu- 
facturers will exhibit, demonstrate 
and explain their latest products. 

According to convention-exposition 
director Paul S. Van Auken, approxi- 
mately 700 different products will be 
on display in the exhibit areas of the 
Stevens and Congress Hotels. These 
will include lumber and _ millwork, 
metal products, paints, hardware, 
major appliances, plumbing, heating 
and air conditioning equipment, 
power tools, electrical fixtures, glass, 
flooring, roofing, insulation, tile, sid- 
ing, board products .and scores of 
specialty items. 

Because the 1951 convention-expo- 
sition is scheduled a month earlier 
than usual, Van Auken said advance 
registrations and hotel reservations 
should be made as soon as possible. 
NAHB members register through 
their local associations. All others 
should write to Convention and Ex- 
position Headquarters, National As- 
sociation of Home Builders, 111 W. 


Jackson Blvd., Chicago 4, IIl., and 
enclose the registration fee of $15 
(plus $10 for wives). 


Vermiculite Association Formed 


The Vermiculite Association, Inc., a 
New York non-profit research organ- 
ization has been formed by leading 
independent miners and processors of 
vermiculite to increase and diffuse the 
knowledge and uses of vermiculite in 
widely diversified fields. 

At a recent meeting held at Hotel 
Commodore, New York City, William 
S. Steele, president of American Ver- 
miculite Corporation, 654 Madison 
Ave., New York, N. Y., was elected 
chairman of the board of directors of 
the association, with Henri R. Bastien, 
president of Vermiculite Insulating, 
Ltd., 202 Laurier Ave., East, Montreal, 
Canada, as vice-chairman. William 
S. Elliott, an outstanding authority in 
the field of structural materials, has 
been named secretary-treasurer and 
engineering consultant of the asso- 
ciation, with offices at 64-67 83rd 
Place, Rego Park, N. Y. 

The association will concern ‘itself 
with the geological formations avail- 
able for the purpose of exfoliating 
into vermiculite aggregates for vari- 
ous purposes. It has in mind the de- 
velopment of standard specifications 
for quality vermiculite aggregate to 
be used in connection with plans and 
specifications for buildings and struc- 
tures where the product is most 
suited. These include concrete and 
plaster for fire resistance and heat 
insulation, agricultural purposes and 








For bindin oodyear Pattern 
LUMBER. LOGS, gu\@ ~ ° 
Holds load firm- 
ly. Strongest... 
forged steel 
throughout . . e 
easiest to use 
* « » most prace 
tical and effec. 
tive. Three 
sizes. Write for 
circular and full 
information. 


the market. 
Write for Catalog 


Evart, Mich. 





American vounie swiver Load Binder 


THE ORIGINAL ALL STEEL 





“American” line of Logging Tools and Appliances is the best on 


AMERICAN LOGGING TOOL CO. 





ELIMINATE SPLIT SIDING 


By Using Kokomo Korners 


Corners for bevel wood siding 
made of aluminum—can't rust, rot 
or deteriorate. So constructed as 
to eliminate splitting of siding. 
Two small nails are furnished with 
each corner.and holes provided to 
fasten bottom by nailing through 
base of corner into lower edge of 
siding board. Top nails are con- 
cealed by next course of siding. 
Available for 6", 8" and 10" 
siding. 


BUGHER MANUFACTURING CO. 
211 South Main Street, Kokomad, Ind. 

















>. PR... ger 
tele, 


“ Specialists in Oak Floor- 
ing. General wholesal- ~~ 
ers of all lumber items. 


Contact us on your 
needs. 
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YOUR COMPLETE NEEDS 
IN SAWMILL MACHINERY 


Band Mill carriages . . . edgers . . . Portable Mills 
. .. Log stop and Loader . . . Shotgun steam feeds 
. . . Automatic feed table for planing mills. Write 
for catalog and ‘Power House’. 
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as an ingredient raw material in 
many industrial. products such as re- 
fractory shapes, cements and plasters. 
They will encourage the use of ver- 
miculite for structural purposes be- 
cause of its extraordinary fire resist- 
ance and the resulting light weight of 
such structures, which enables great 
economies in steel, greater heights for 
fixed foundation loads, both factors 
of great significance in the event of 
atomie bombing, earthquakes and sim- 
ilar destructive influences to building 
construction. 


— 


Marland Wolf D. D. Crandall 


Crandall, Wolf, Officers of 


Insulation Board Institute 


Dean D. Crandall of Buffalo, N. Y., 
was elected president of the Insula- 
tion Board Institute, trade association 
of the insulating board manufactur- 
ing industry, at the Institute’s an- 
nual meeting held in Chicago Novem- 
ber 16. Mr. Crandall, a vice-president 
in charge of sales of the National 
Gypsum Company, succeeds M. C. 
Fairfield of the Insulite Division of 
the Minnesota and Ontario Paper Co., 
Minneapolis, as Institute head. 

Marland Wolf of the Wood Con- 
version Co., St. Paul, Minn., was 
named vice-president. J. B. Black- 
burn of Chicago will continue as sec- 
retary and treasurer. 

The new board of directors will in- 
clude Mr. Crandall, Mr. Wolf, Mr. 
Fairfield, Glenn W. Cheney of Dant 
& Russell, Inc., Portland, Ore., Earl 
C. Faulkner of the U. S. Gypsum Co., 
Chicago, William R. Wilkinson of 
Johns-Manville Sales Corp., New 
York, and Marvin Greenwood of 
Celotex Corporation of Chicago. 


Sloane-Blabon Names Water- 
man Executive Vice-President 


Lee Waterman has been named 
executive vice-president of Sloane- 
Blabon Corp., it was announced by 
Houlder Hudgins, president. He re- 
signed as vice-president of the W..T. 
Grant Company, and assumed his new 
position December 1. 

Mr. Waterman started with the 
Grant company in 1926 in retail sell- 
ing and moved up to become floorman, 
assistant manager, and store man- 
aver, and eventually assistant super- 
intendent of the western district. 

He left the Grant company in 1933 
tc join Montgomery Ward & Co. as 
a-sistant regional manager on the 
Pacific Coast. During the next eight 
years, Mr. Waterman became mer- 
chandising manager on the Pacific 
Coast, then national retail merchan- 
dising manager. He returned to the 
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Grant company in 1941 as director of 
sales promotion, and then director of 
merchandising. Elected vice-president 
in 1946, Mr. Waterman has been 
southern regional manager since 1948. 


Salisbury, Vice-President 


Earl E. Salisbury, sales manager 


for Metal Products Corporation of 
Miami, Fla., has been made _ vice- 
president of the company. Metal 
Products is a leading producer of 
rolling door hardware under the 
brand name of Har-Vey Rolling Door 
Hardware, and also produces a siz- 
able share of the metal-frame win- 
dow screens made in this country. 
A branch plant has recently been 
opened at Los Angeles in order to 
better serve the western states re- 
gion. 


James J. Upson Administrative 
Vice-President 


The board of directors of The Up- 
son Company, Lockport, N. Y., has 
announced the election of James J. 
Upson as administrative vice-presi- 
dent. He will continue his present 
duties as secretary of the company. 
Mr. Upson joined the firm in 1946 
after service in the Pacific war the- 
ater as a lieutenant senior grade in 
the U. S. Naval Reserve. He is a 
graduate of the Wharton School of 
Finance and Commerce at the Uni- 
versity of Pennsylvania. 


Elected Vice President of 
Keystone Steel & Wire 


Paul W. Sommer was _ recently 
elected vice-president of the Key- 
stone Steel & Wire Company, Peoria, 
Ill. Employment at Keystone started 
for Mr. Sommer when he was 12 
years old—summer vacation work in 
the laboratory washing test tubes. 
Each subsequent summer vacation 
saw him working in the plant, until 
his graduation from Massachusetts 
Institute of Technology in 1942 when 
he entered the Air Force. 

With his S.B. degree in metallurgy, 
Mr. Sommer started as a clerk in 
the wire mills’ superintendent’s office. 
Periodically he was transferred to 


pricing, advertising, cost accounting ° 


duties. Last year he was elected as- 
sistant treasurer of the firm. Other 
responsibilities include membership 
on the board of directors of two Key- 
stone subsidiaries, National Lock Co. 
of Rockford, Ill, and the Wire 
Specialties Company, San Jose, Calif. 


COMPANIES ANNOUNCE 


Chadeloid Corporation and 
New Wrinkle, Inc., announce the 


addition of Russell D. Hamilton 
and George <A. Conrad to their 
technical-sales_ staffs. Mr. Hamil- 


ton is now in Chicago and travels the 
midwest including Minnesota, Wiscon- 
sin, Illinois, Michigan, Indiana, Ken- 
tucky, Eastern Missouri and Western 
Ohio. He has had sales-service and 
formulatiing experience over the past 
22 years with Cook Paint & Varnish 
Co., Kansas City and The Sherwin- 
Williams Co., Chicago and will be 
available to licensees at all times for 


technical assistance. Mr. Conrad will 
have his headquarters at Lyndhurst, 
N. J. and contact New Wrinkle and 
Chadeloid manufacturing licensees in 
the east from Boston to Atlanta. 
Lately with Breinig Brothers, Inc. of 
Hoboken, N. J., in a technical service 
capacity, he has had long prior ex- 
perience in the wood finishing and in- 
dustrial finish fields particularly in 
the New York-Philadelphia area. 


Plywood Distributors has moved its 
warehouse and office to 2400 Rich- 
mond St., Philadelphia 25, Pa. The 
new phone number is Garfield 6-5037. 


Allen Cassin has been appointed as- 
sistant general sales manager of The 
Celotex Corporation, supervising op- 
erations of the company’s eastern 
sales branches. He will have his head- 
quarters in Washington, D. C. For 
several years Mr. Cassin has been 
manager of the Celotex Cleveland 
branch and prior to that he managed 
the company’s Atlanta branch. W. H. 
McAuliffe, formerly assistant man- 
ager of the Cleveland branch succeeds 
Mr. Cassin as manager of that branch. 


Inland Steel Products Company, 
Milwaukee, Wis., manufacturers of 
steel building products and consumer 
specialties, has announced the ap- 
pointment of H. B. “Jack” Brown as 
assistant general sales manager. He 
will be directly responsible to Gen- 
eral Sales Manager Robert S. 
Schmieder. As part of his responsi- 
bilities, Mr. Brown will continue to 
give general direction to the Metal 
Lath Products Sales Division, which 
he managed prior to his promotion. 


PROPER DISPLAY IS ESSENTIAL 
TO STORE SELLING 


(Continued from page 52) 


This results in a disorganized 
appearance, and complicates 
rather than simplifies the pro- 
cess of buying for the customer. 

Equally as important as the 
design of the fixture itself, is 
the method of mounting or 
holding the merchandise on it. 
This calls for a specially de- 
signed type of hardware that is 
made especially for the pur- 
pose. 

Several manufacturers in the 
country specialize in a complete 
line of display fixtures ready 
for installation in a store area. 
Then, for the dealer who may 
wish to build his own fixtures, 
there are other manufacturers 
who specialize in the hardware. 
These firms also have a wide 
selection of display suggestions 
to help a dealer determine the 
types, styles, and sizes he wants 
in his store. 

Dealers desiring further in- 
formation on the subject of dis- 
plays are invited to write to the 
editors of American Lumber- 
man. 
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ADVERTISING 
PAYABLE IN ADVANCE 


American Lumberman & Building Products 
Merchandiser is published every other Satur- 
day. It publishes the largest strictly classi- 
fied advertising section in its field. 
All ads for clagsified section must be in Pub- 
lisher’s office 10 days preceding date of pub- 
lication. Advertisements are set in uniform 
point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify, 
edit or reject any classified advertisement. 
No ae commission or cash discount 


allowe 
Terms — Cash With Order 
Minimum Charge $2.00 
Rates: 
1 Time —10¢c per word for each insertion. 
; nimum charge of 50c per line. 
3 Times — 9c per word for each insertion. 
3 Minimum charge of 45c per line. 
6 Times — 8c per word for each insertion. 
: mimum charge of 40c per line. 
26 Times — 7c per word for each insertion. 
_ Minimum charge of 35¢ per line. 
For advertisements bearing box number count 
five extra words. There are approximatel 
5 words to a line and when less are apecilied 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 


AMERICAN LUMBERMAN 
BUILDING PRODUCTS MERCHANDISER 
139 N. Clark St., Chicago 2, Ill. 








HELP WANTED 








WANTED: Young man with knowledge and 
experience in lumber and building materials 
to assist in the Buying Department of a line 
yard lumber company. Address Box G-47, 
American Lumberman, Inc. 





Thoroughly experienced Manager executive 

who can take complete charge of every 

phase of lumber and building supply opera- 

— Aadsces Box G-21, American Lumber- 
, Inc. 








HELP WANTED 











BUSINESS WANTED 





— 








WANTED: Young man who has been manager 
of a small yard or assistant manager of a 
large one, who now would like to advance 
to manager of a larger retail lumber yard. 
Address Box G-48, American Lumberman, Inc. 


WANTED 


Man to practically start and conduct sales 
department. Must be experienced, resource- 
ful, sober, industrious: Between 30 and 50 
years of age. Ours is a manufacturing and 
pe agente ay | Yellow Pine, Hardwood and 
single unit Oak Flooring set up. 





Have ample capital to conduct safe whole- 
sale business but primary need is to market 
own produce in best market at profitable 
sales price. Three plants, one in Louisiana 
and two in Mississippi. Normal shipments 
about 25 million feet combined woods. 


Must be proven result getter or will not fit 
this place. Our hope is to employ a man 
who can show in reasonable time he is 
worth more than starting salary. Profit par- 
ticipating plan possible. 


Reply by mail (we will treat confidential) 
giving brief outline, salary, experience, age. 
W. L. Behan, Sr., Columbus Lumber Co., 
Brookhaven, Mississippi. 





WANTED: Young man with some retail lum- 
ber experience for assistant manager of a 
good retail lumber yard. Address Box G-49, 
American Lumberman, Inc. 


EXPERIENCED DETAILER AND BILLER 
Must be capable of taking job measurements, 
making detail drawings and piece billings for 
our Architectural Wood-working Plant. 

FORT WAYNE BUILDERS’ SUPPLY CO. 

Fort Wayne. Indiana 


LUMBER YARD SUPERINTENDENT 

To take charge of busy retail lumber yard for 
a large Cincinnati, Ohio, building materials 
supply firm. Prefer one thoroughly familiar 
with lumber grades. Position calls for experi- 
ence in handling men, loading of trucks and 
supervising the unloading of rail shipping. 
Good opportunity for right man. Write fully 
giving age, experience, references. Address 
Box G-41, American Lumberman, Inc. 











WANTED: Manager for well established and 
successful lumber yard in a very good town. 
Address Box G-50, American Lumberman, Inc. 


MILLWORK DETAILER-BILLER 
Fine opportunity with long established custom 
woodwork plant for capable, experienced, re- 
liable man. Confidential. Address Box G-42, 
American Lumberman, Inc. 








Wanted an experienced detailer, biller and 
estimator for special wood mill work. State 
age and marital status. Address Box G-43, 
American Lumberman, Inc. 





WANTED: We are looking for men with am- 
bition and ability to fill positions in retail 
lumber yards from beginners to experienced 
managers. If interested in any kind of a 
position in a retail lumber yard, address Box 
G-51, American Lumberman, Inc. 








SALESMAN—Man preferably under fifty, fa- 
miliar with estimating, building and selling 
custom millwork. Excellent position for quali- 
fied man. 


THE BUCHANAN LUMBER COM 
CUMBERLAND, MARYLAND SY 





MILLWORK ESTIMATOR 

Wanted by long established, but still growing 
concern located in North Eastern Indiana. 
Give full particulars of your experience as 
an estimator and other experiences such as 
selling, detailing and billing, etc., age, salary 
expected and how soon your services may 
be available. Address Box G-40, American 
Lumberman, Inc. 





Wanted 


Experienced detailer and biller of special 
millwork for every kind of building including 
schools, churches, office buildings, etc. When 
applying give full particulars of your experi- 
ence, your age, salary wanted, and how 
soon available. Address Box G-39, American 
Lumberman, Inc. 





WANTED: Young man who has successfully 
managed a retail lumber yard and who now 
feels that he has the experience and ability 
to make a successful Division Manager for a 
line yard lumber company. Address Box G-52, 
American Lumberman, Inc. 
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SITUATIONS WANTED 


Superintendent of Southern Pine Mills and 
Retail Yards. Ten years’ experience. Now 
employed. Desires change. Married. 39 years 
old, sober and dependable. Best of refer- 
Sa, See Box G-30, American Lumber- 
man, Inc. 


SALES REPRESENTATION 
AVAILABLE 


WHOLESALE BLDG. MATERIAL SALESMAN 
Wishes association with reputable wholesaler 
of lumber and/or millwork. Clientele located 
Northern New ay” Background 23 years 
selling experience. Address Box D-53, Ameri- 
can Lumberman, Inc. 


LUMBER & DIMENSION 
WANTED 





























Wanted several cars of YP, Fir or Spruce bed 
slats. EE. State price and delivery date. 
Bernard Sales Co., St. Paul, Minn. 


WANTED—American Walnut, all thicknesses 
and grades. P. O. Box 1323, Cumberland, 
Maryland. 





WANTED TO BUY 
Retail Lumber Yard and Building Supplies 
with good sales volume. Have cash to in. 
vest. Can give excellent bank trade and 
character references. Give full particulars 
which will be held strictly confidential, 
Write P, O. Box 1138, Dania, Florida. 





Desire location for Yellow Pine re-manutac. 
turing plant. Will either build planing mill or 
buy existing one, if suitable. Close to avail- 
able timber supply. Will consider operating 
in Virginia, the Carolinas, Mississippi or 
Alabama. Send complete details on timber 
supply. location, and railroad facilities and 
cargo possibilities. All deals strictly cash, 
pe ol Box G-53, American Lumberman, Inc, 





~ BUSINESS OPPORTUNITIES | 


FRANCHISES OPEN—NO COST 
ALL ALUMINUM ARISTOCRAT STORM SASH 








—525 fabricators in 48 states represent Vulcan’ 


Metal Products with attractive profits from 
local fabrication. We manufacture, furnish 
direct representation to set up production, 
sales and training. This is your opportunity. 
VULCAN METAL PRODUCTS COMPANY 
5015 19th Avenue. North 
Birmingham, Alabama 





COMMISSION LUMBERMEN WANTED 
Highly rated Midwestern Wholesaler and 
Shipper specializing in Western stock—(Doug- 
las Fir, White Fir, Western Hemlock, Cedar 
Siding, Ponderosa Pine, etc.) Also Southern 
Yellow Pine. Openings in the following areas: 


ILLINOIS —Rockford, Elgin-Joliet, Peoria, 
Bloomington, Springfield. 
INDIANA —Gary-Hammond, South Bend, 


Fort Wayne. Indianapolis. 

MICHIGAN —Grand Rapids, Kalamazoo, Bat- 
tle Creek, Jackson, Flint, Sagi- 
naw, Lansing. Detroit. 


OHIO —Toledo, Cleveland, Lima, Mans- 
field, Akron, Columbus, Cincin- 
nati. 

PENN. —Pittsburgh, Harrisburg, Phila- 


delphia, Williamsport, Scranton, 
York. 

OKLAHOMA—Entire State. 

TEXAS —Dallas, Wichita Falls. Waco, 
Austin, Galveston, San Antonio, 
Amarillo. 

Write us in complete detail and we will 

discuss this proposition with you. Your reply 

will be strictly confidential. 

Address Box G-54, American Lumberman, Inc. 
FACTORY BUILDING FOR SALE 
containing 22,536 sq. ft. of floor space. Two 
floors 78° x 138’. Brick construction, good con- 
dition, steam heating plant, large office on 
rail siding, 1!/, ton electric elevator located 
in city of 45,000 in eastern central Illinois. 
Particulars on request. Occupied now by a 
lumber and millwork company. $75,000 will 
handle. Perfect site for jobbing warehouse. 
Space 63’ x 120’ for addition if required. 
Address Box G-56, American Lumberman, Inc. 


BOOKS FOR SALE 


LOGGING. By N. C. Brown. The principles 
and methods of harvesting timber in the 
United States and Canada. This book will 
help the student and operator to gain a bet- 
ter understanding of logging methods em- 
ployed. Price $5.00. 

THE LUMBERMEN’S ACTUARY. By John W. 
Barry. The latest edition has 504 pages and 
shows at a glance the value of any number 
of feet between 2 feet and 29,000 feet at any 
price between $6 and $150 a thousand. It 
also shows the board feet in any number of 
pieces from 1 to 2,000 pieces of any thickness, 
and for any width from 2 to 24 inches. It 
contains tables for figuring the cost of any 
number of thousands of lath or shingles from 
$4 # $15.75 a@ thousand, and for figuring 
moldings, lumber bills, car freights, car in- 
voices, yard inventories, odd sizes, wages, 
etc. In addition it has a table of measure- 
ments on wall board in 32 and 48-inch widths, 
a table showing the number of square feet 
in ceilings and walls of rooms of various 
sizes, tables for estimating the quantities of 
various items of lumber, shingles, etc., re- 
quired to cover given surfaces, a table of 
areas of openings, weights of lumber, etc. 
Tables of nails, kinds and quantities required 
for various work, and other tables of informa- 
tion are included. Price $10 


AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 
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